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washed away the foundation of ATH) 
this partially completed home, drop- . NG ; A 
ping the structure into the excavation. ; is ( 
As the unretouched photo here shows, Only Celotex é 
Celotex Insulating Sheathing HELD THE Insulating Sheathing gives 
WALL FRAMING INTACT, despite the ter- you these big selling advantages % 
rific strain of the twisting action and . ; Ez 
oA SS : : ' 1 It is the ONLY sheathing made of long Louisiana cane fibres— : ' 
= jolt that accompanied the drop! nature’s tougher, stronger “long-life fibres.” : ; 
Dramatic proof indeed of its amazing structural strength! 2 It is the ONLY sheathing protected by the exclusive (patented) i 
One more reason why Celotex Double-Waterproofed Insu- 8 Process against fungus, dry rot and termites. 
: : - — . . Stronger, more rigid than ever. Builds, insulates, protects— ] 
lating Sheathing sells faster, easier ... why it will pay you to all at one low cost. Yet, applied, it COSTS NO MORE than ordi- | 
start featuring this popular Celotex product today! nary sheathing. . 
4 DOUBLE-WATERPROOFED, inside by integral treatment that € ; 
To make more sales faster, easier... coats every single fibre. Outside by asphalt coating. Yet has over 4 | 
twice the vapor permeability required by government agencies! ¢ : 
FEATURE GENUINE 


5 Faster, easier, thriftier to apply than ordinary sheathing. Negli- 


gible waste. No building paper needed. 
E LO || E 6 Backed by the sales power of the famous Celotex name—for 


REG. U. S. PAT. OFF. over a quarter century The Greatest Name in Insulation! Con- 
sistent, effective Celotex advertising in THE SATURDAY EVENING 
BUILDING PRODUCTS POST, BETTER HOMES AND GARDENS, FARM JOURNAL, and 
other popular national magazines builds confidence . . . pre-sells 


THE CELOTEX CORPORATION CHICAGO 3, ILLINOIS your prospects . . . makes your selling job easier! 
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WASHINGTON REPORT 





Top business news at this writing, of course, has 
its origin in Asia. What happens there, and in 
the United Nations, will set the pattern of 
business for a long time to come. 


Chairman Symington, of the National Security 
Resources Board, told a group representing 
labor, agriculture and industry, meeting re- 
cently in Washington, that the United States 
economy is shifting from “a light gray to a 
dark gray mobilization.” To make his meaning 
quite clear he added that the impending mobili- 
zation speed-up would affect all elements of the 
national economy... Note a couple of items: 


The Federal Civil Defense Administration, created 
by executive order of the President. The pur- 
pose of the agency, so the President indicated, 
is the obvious one of promoting and facilitating 
the civil defense of the country in co-operation 
with the several States. The agency has been 
set up in the Office of Emergency Management; 
for the moment. 


Millard F. Caldwell, Jr., former Governor of 
Florida, has been appointed head of civil de- 
fense. But note the fact that the President 
made the appointment on a temporary basis; 
while civil defense legislation of which he ap- 
proves is pending in Congress. This points up 
the urgency as the President sees it. He wants 
no delay in getting the business going. 


The President has also asked Congress to appro- 
priate just under eighteen billion dollars, “with 
the utmost speed;” not, he added, as a war 
budget but to increase United States strength 
and to put the country in position to move 
rapidly toward complete mobilization. Note 
that more than a billion dollars of this sum 
would be tagged for the Atomic Energy Com- 
mission. 


A total of fifty billions in the military and atomic 
pot for this fiscal year! No point in getting 
emotional about it; but better take a hard look 
at those figures and make out, if possible, what 
they mean to the country generally and to busi- 
ness in particular. : 


Government economists, who wish their predic- 
tions could be different, think these heavy ap- 
propriations mean the imposing of price and 
wage controls. It’ll take some time to get the 
big operating staffs organized; and while that’s 
getting done there’ll be a decision whether con- 
trols will be over-all or selective. 


Cost of living: as a side factor in the above price- 
wage controls, note that the BLS has reported 
the cost of living at the highest point on record. 
Whatever else this means, it says that the buy- 
ing power of the dollar is at its lowest point; 
and that these huge appropriations buy the 
smallest amount of defense, per dollar, in 
America’s recorded economic history. 


Non-military use of metals: It’ll not be long now 
until more or less drastic limitations will be 
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placed upon civilian uses of strategic metals, 
also upon a good many chemicals and some as 
yet unnamed building materials. Here’s an in- 
stance, although it isn’t typical. The chances 
are that cobalt will be withdrawn entirely from 
the civilian market, or at least cut to a splinter 
percentage. Cobalt is used in radio and tele- 
vision apparatus; but it’s also used in radar. 


Controlled materials plan: This is the third pre- 


diction of Federal economists, in connection 
with the impact of military spending. It’s a 
plan, of course, under which scarce raw ma- 
terials will be allocated to users. It’s said to be 
due within a few months. 


These things are not new. They’ve been stacked 


in the warehouse; but now they’re uncrated and 
they’re being loaded. It’s no longer a question 
if controls are to be used; rather how soon they 
can be readied and sent into action. 


Not that we’ll be told how soon. The preliminary 


wage-price freeze will come without public or 
formal warning and without a waiting period. 
Neither is it probable that Economic Stabiliza- 
tion will wait to organize a full staff before 
throwing the book. 


For the record, here’s a list of the men appointed, 


up to now, in key positions: 


W. Stuart Symington, Chairman of the National 


Security Resources Board. Among his other 
duties, this agency chief seems to be a kind of 
appellate court in the field of controls; an ad- 
juster and harmonizer in matters of jurisdic- 
tion and top policy. 


Alan Valentine: Administrator of Economic 


Stabilization. He’s to apply wage and price 
controls; if, as and when. He’s to be assisted by 
two agencies, each with its own chairman, as 
follows: 


Cyrus Ching: Wage Stabilization Board; prob- 


ably best known among the control officials and 
a man who is Widely trusted. His is one of the 
tough jobs; and many people in Washington 
wish he might have stayed in labor conciliation 
where his record of achievement is very high. 


Michael V. DiSalle: Federal Price Administrator. 


This is the hard one. The report around Wash- 
ington is that DiSalle is the fortieth person to 
whom the job was offered. Whether or not the 
number is exactly right, it indicates the diffi- 
culty of getting anybody to undertake this up- 
roariously tough affair. 

John D. Small: Munitions Board. He’s to har- 
monize the requirements of the different Mili- 
tary Services, settle questions of priorities, and 
allocate production capacities. 

William H. Harrison: National Production Au- 
thority. The General and his agency have al- 
ready been in action, as you know; since the 
industry has had some disagreements in that 
quarter. Newspapers speak of the NPA as a 
“Dress Rehearsal for a New War Production 
Board.” 















a ik FOR CITY NEEDS... 
r ~ a 


= =. ao mat FOR FARM NEEDS... 





iin sii 


a 


et hs | 
Be ea cs aS FOR SMALL TOWNS TOO... 





CECO has the broadest line of 
Metal Building Products 
foe You... = : ies jNVOICE 







Wherever you are, wherever you sell, 








Ceco can serve you with the most com- 


plete line of metal building products in 


the field. Steel windows for every purpose ro) | aie) t)| Yel Mame) \ | mi AY 20) [al 
rf 
—metal lath and roofing accessories—attic Saues wv, ‘ for You 


ventilators—rain goods—you cover the 












a GENERAL ROOFING 
! metal building products front when you accessones 


sell the Ceco line. Besides, it’s easy to buy 











RAIN GOODS 


the Ceco way—one order and one invoice 





covers your metal building products needs. Plain Ridge Roll 


Accurately formed of prime Style K Gutter 
\ > : galvanized sheets, perfect : 
There’s prompt delivery from warehouse } ae gently se rere a ior Song meses 
‘ . ‘ LA ly formed 
stocks. And behind the Ceco line, there’s ROOF AND ATTIC ee 


for good appearance. 


VENTILATORS 


' 38 years of engineering excellence in de- 





sign and manufacture. So, when you sell 





Ceco, you know you sell the very best, 


Eaves Trough 
,’ e . . . — 
‘ ou’re sure of greater profi " Roof Ventilator Made full girth in slip joint 
y es OF greater proms too Types for use on all styles or lap joint styles. Gal- 
of buildings ... reduce heat vanized. 










- + prevent condensation. 








L 





CECO STEEL PRODUCTS CORPORATION 
General Offices: 5601 West 26th Street, Chicago 50, Illinois 


Offices, warehouses and fabricating plants in principal cities 


/n construction products CECO ENGINEERING makes the Lig difference 


December 16, 1950,, AMERICAN LUMBERMAN ¢” 


re\ 
ow 
sit 
in 














NEWS BRIEFS 





Total construction in November dropped off eight percent from 
October but ran 23 percent above November a year ago. While home- 
building was off some, non-residential building off-set those losses. 


Barring total war, there is a new confidence beginning to grow 
in the building industry. There won’t be as many starts in ’51, but 
it will be a good year. 

* * * 


Unless full scale war upsets the apple cart, a slight recession in 
the early spring is a distinct possibility. The change-over to large 
scale defense and armament production will mean a lag in jobs 
about that time. Some materials will be in excess supply before they 
are channeled into war production. 


* * * 


After discovering the situation in Washington had completely 
reversed itself between the two star and three star finals, one of 
our editors came up with the following word which seems to fit the 
situation. The word is REVOLUTILATE. It means “to go around 
ina circle..... both directions ..... at the same time.” 


* * * 


We can’t help wondering if the current international muddle 
won’t wake the tax paying voters (and non-voters) up to the fact 
that you can’t expect real leadership from a bunch of banjo playing, 
baby kissing, easy-promising politicians. Steering a great country 
like ours through the troubled, red waters of the modern world 
calls for high intelligence and even higher integrity of belief and 
purpose. Medicine show tactics are all right at the county fair. 
But they have no place in our country’s government. 


* * * 


Latest indications are that no meeting between the forest products 
industries and the National Production Authority are contemplated 
for December. Late January is the earliest date mentioned. 


* * * 


Another year has rolled around. And it’s again time for the staff 
of American Lumberman to wish each and everyone of you a Merry 
Christmas and a Happy New Year. 


* * * 


Shortages of lumber and building materials, according to H. R. ' 


Northup, of the NRLDA, are rapidly disappearing. Brief delays 
in the delivery of gypsum board and lath and a few other materials 
are reported here and there; but prolonged shipping delays seem 
to be over. Building materials containing strategic metals may be 
hard to come by, after the turn of the year. But other materials 
are likely to be in full supply. 


* * * 


The Lumber Survey Committee reported to the Secretary of 
Commerce that the third quarter of 1950 set a new record in the 
production of lumber; something over eleven billion feet. Shipments 
also were highest of record. But October prices, of certain species 
and grades, declined abruptly. 


* * * 


The Survey Committee says that Regulation X has caused a 
serious decline in application for housing credits; and R. A. Colgan, 
Jv., chairman of the committee, said most industry spokesmen think 
that less than 600,000 housing starts can be expected next year, 
instead of the 800,000 to 1,000,000 new non-farm homes predicted 
for ’51 by the Federal Reserve Board. 
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November Construction 


Activity Report 


Nonresidential building ex- 
panded in November, partially 
offsetting a decline in home- 
building, to hold total construc- 
tion activity at a record level 
for this season of the year, the 
U. S. Labor Department’s Bu- 
reau of Labor Statistics and the 
Building Materials Division of 
the U. S. Department of Com- 
merce reports. 

The total value of all types 
of new construction put in 
place during November amount- 
ed to more than $21, billion, 
off by 8 percent from October, 
1950, but 23 percent above the 
total for November, 1949. 


A further tapering-off in the 
1950 housing boom was indi- 
cated by a larger-than-seasonal 
drop of 10 percent from Octo- 
ber in the value of work done 
on new private residential 
buildings. At $1,020 million, 
the value of new private dwell- 
ing construction in November 
was still 36 percent above a 
year ago, however, and the 
highest November total on 
record. 


The moderate rise in nonresi- 
dential building activity  re- 
sulted from _  contraseasonal 
gains of 5-10 percent in com- 
mercial and industrial building 
and smaller increases in con- 
struction of religious, private 
educational, and hospital build- 
ings. Effects of the limitation 
order on new construction for 
social and recreational pur- 
poses began to show up with a 
small decrease in construction 
activity on projects in that cate- 
gory. 

Despite the decline in No- 
vember, private homebuilding 
continued to be the largest sin- 
gle factor in establishing 1950 
as the record year for expendi- 
tures on new construction. Pri- 
vate residential building (in- 
cluding new dwelling units, ad- 
ditions and alterations, and 
nonhousekeeping residential 
structures) accounted for 44 
percent of the total value of 
all types of new construction in 
November, and for 45 percent 
of total new construction dur- 
ing the first eleven months of 
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TRIMMED 
DOUGLAS FIR 


A view of the modern, auto- 
matic precision trimmer in 


That's Bait sreison inn 
GRADE STAMPED... . 
Shipped Ahead of Time 


This is our policy and we know 
you will like it. 


Specified lengths and widths of 
standard green fir precision 
trimmed dimension, boards and 
small squares is our specialty. 


Air King's prompt, dependable 
service agg than promised) 
and quality manufactured lum- 
ber are constantly increasing 
our family of satisfied custom- 
ers. Let us know your require- 
ments today! 


MANUFACTURING 
CORP. 


Tigard, Oregon 


Telephones — Portland Line CH 3330 
or Tigard 6161 








1950. Private construction oth- 
er than residential building 
made up only 29 percent of the 
total during the first eleven 
months of this year and public 
construction was 26 percent of 
the total. 


All types of public construc- 
tion declined in November. 
School and hospital building 
were down only slightly and 
highway construction showed a 
smaller drop than is usual at 
this season. Expenditures for 
military and naval construction, 
amounting to $17 million in No- 
vember, were higher by $3 mil- 
lion than in November last year. 


Total outlays for new con- 
struction in 1950 passed the $25 
billion mark by the end of No- 
vember, exceeding the total for 
the first eleven months of 1949 
by 22 percent. During the first 
eleven months of 1950, private 
expenditures for new construc- 
tion, amounting to $19 billion, 
were 28 percent higher than 
last year, while public expen- 
ditures of almost $614 billion 
were up 9 percent. 


Brick and Tile 


Brick and tile production 
during the first eight months 
of 1950 continued to run -six 
percent higher than any previ- 
ous post-war year, it is an- 
nounced by C. Forrest Tefft, 
President of the Structural 
Clay Products Institute. 


“Brick output, according to 
government sources, is running 
twelve percent over last year,” 
Mr. Tefft declared, “while tile 
production is up thirteen per- 
cent over ’49, and four percent 
over 1948, the record post-war 
year. 


“Total shipment value of 
structural clay products, ac- 
cording to the same source, for 
the eight-month period was 
$100,054,000, or an average cost 
of $24.50 per thousand units. 
This compares favorably with 
1949 values for the same pe- 
riod, which total $81,002,000, 
for an average cost of $25.03 
per thousand units. 


“Facing tile manufacture has 
increased by thirty-one percent 
over 1948 and by twelve percent 
over 1949. Despite record pro- 
duction of all structural clay 
products this year, shipments 
have exceeded output, reducing 


inventories and _ necessitating 
placement of orders well in ad- 
vance of expected deliveries.” 


Markets 


TACOMA — The holiday dol- 
drums have slowed down the 
lumber market somewhat, but a 
certain amount of business still 
is maintaining surprisingly good 
volume for this season of the 
year. Better grades and special- 
ty items appear to be greatest 
in demand and much of this is 
moving by water to New York 
and Brooklyn. Among the ship- 
ments is one of 500,000 feet go- 
ing aboard the F. E. Weyer- 
haeuser at the Defiance mill. She 
already had loaded 2,000,000 
feet at Olympia for the same 
destination before coming here 
for additional footage. The St. 
Paul & Tacoma Lumber Com- 
pany placed 970,000 feet aboard 
the Portmar this week for eight 
separate buyers in the Brooklyn 
area. The same company also is 
getting 1,500,000 feet ready for 
shipment probably next week to 
Boston and Brooklyn aboard 
the Calmar and the Raphael 
Semmes. Two scows carrying 
200,000 feet of dunnage for the 
Luckenbach line were shipped 
from here to Seattle this week 
by the St. Paul & Tacoma Lum- 
ber Company. Among unusual 
shipments from here this week 
were 216 bundles of 34-inch ply- 
wood, 4 by 20 feet in size, taken 
by the Italian Motorship Etna 
and destined for use of boat- 
builders in Malta. This plywood, 
packaged six sheets to the bun- 
dle, was declared to be the larg- 
est ever packaged by the Inter- 
national Packaging Company 
here. The Etna carried a large 
deckload of cedar logs and heavy 
fir timbers from Coos Bay, Ore., 
and British Columbia for use 
of Genoa boatbuilders when she 
called here to load the plywood. 

SEATTLE—Most significant 
lag in production is found in 
shingles where output in the 
Pacific Northwest and British 
Columbia is fifty percent below 
last summer’s figures. This is 
a voluntary curtailment brought 
on by lower shingle prices which 
operators claim doesn’t allow 
them a profit at present day 
high costs. 

Loggers are feeling the first 
pinch of winter. Logs are diffi- 
cult to buy on Puget Sound. 
Peeler logs are scarce. While 
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monthly inventories have im- 
proved the overall picture shows 
no surplus of logs. Many mills 
are in a poor position as re- 
gards log supplies. Lumber 
mills continue a steady output 
and the year’s figures may set a 
new record. 
Demand-prices—The fir mar- 
ket is steady, the common ex- 
pression stating “it’s holding its 
own.” However the mills are 
disinclined to accept orders an- 
ticipating prices will go up. 
Water buyers seeking to place 
orders for January and Febru- 
ary delivery find it difficult to 


get acceptances. There is,plenty 
of space available. With#their 
production down, mills making 
2x4x8’s are in a better pesition 
now. Prices have jumped from 
a recent low of $45 to $58- $60. 

Demand for flat g¥ain floor- 
ing is almost as strong as for 
vertical grain due to a fair vol- 
ume of car material orders which 
call for the flat grain to be used 
for car linings. Six inch strip 
kiln dried fir clears is in short 
supply. It is used a lot in 
Hawaii. 

Prices are practically the 
same as a fortnight ago or else 
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CORALUX 


V weighs less! 
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. fireproofs 
. soundproofs 
. resists cracking 


CORALUX Perlite Aggregate is packed 3 cu. 
ft. to the bag, for exact, easy batching. 
Available in mixed cars or trucks, with 
other Schundler light-weight aggregates, to 
reduce dealer handling costs and inven- 
tories. ASK YOUR JOBBER! 
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Schundler's CORALUX* Perlite Aggregate 
puts new sales appeal into plastering bids, 
and new profit opportunities in dealers’ 
hands. It helps take choice jobs out of com- 
petition because there's more to talk about 


’ than price. 


V weighs less! CORALUX Perlite is light 
weight. Used in place of sand, CORALUX 
reduces the dead load to live load ratio 
one half to 3-to-I, or less. The modern way 
of cutting building costs is to adopt light- 
weight construction methods through use of 
Schundler light-weight aggregates. 


You can demonstrate .. . spectacularly, 
with blow-torch, hammer and nails . . . the 
superiorities of plaster made with CORALUX, 
to cash-in on profit opportunities. 


Schundler's factory-trained sales engineers 
are ready to help you get started with this 
revolutionary, new, sales-building aggregate 
that makes plaster better in five important 
ways. 


WRITE Dept. A for literature 
and samples! — 


: *Trade-mark 


dier «co. 


JOLIET, ILL. 


LONG ISLAND CITY, N.Y. 
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changed but little. Shingles, like 
fir, are holding their own. And 
so is hemlock though weaknesses 
appear. The local markets al- 
ways have slow business this 
time of year and the world situ- 
ation plus Eastern storm trou- 
bles contribute to a period of 
indecisive buying. 

Export — Inventory of lum- 
ber in Hawaiian Islands is satis- 
factory and well balanced. Buy- 
ing is limited to that necessary 
to keep stocks up. A 300 to 500 
unit home building project is 
starting on the island of Oahu. 
Sugar plantations are not in the 
market for much lumber due to 
the low price of sugar. 

Inquiries from Okinawa seek 
1414 million feet and six million 
feet grouped in two orders. 

The exporter finds that fir 
boards have gone up $10-$12 the 
past six weeks and $75 is being 


“asked for hemlock boards. But 


green hemlock dimension is 
cheap at $65. The government 
is buying a lot of boards. 


MEMPHIS—The year 1950 
has. been a phenomenal one in 
the hardwood industry. While 
prices of pine and other soft- 
woods rose and sagged quota- 
tions on hardwoods reflected 
hardly a down quiver from the 
high levels recorded late in the 
Fall. 

Imposition of consumer cred- 
it regulations W and X appar- 
ently were not as baneful as 
many in the market had ex- 
pected. There were some de- 
clines in prices but they were 
few and most sales were at the 
higher, and accepted, levels. 
Some manufacturers, fearful of 
the consequences of the Korean 
War, were accepting orders in 
December with the price to be 
fixed as of the date of ship- 
ment. 

The Fall months generally 
were good as far as weather 
and forest conditions were con- 
cerned and few mills experi- 
enced a shortage of logs, the 
price of which rose consider- 
ably as the year advanced. 

As December dawned, mills 
found themselves with unfilled 
orders of nearly 440,000 feet 
per unit, contrasted with slight- 
ly over 400,000 feet at this time 
last: year. Gross stocks were 
only a fraction higher. f 

One condition that hampered 
movement of stocks was the 
shortage of freight cars. 

Impact of the planned re- 


Cc 





A New... Different... Profitable 


Cabimel Lior [alo 


EASY TO 
INSTALL 


No. N61-380 


IT OPENS DOORS AUTOMATICALLY... 
AT GENTLE TOUCH OF FINGER, WRIST 
OR ELBOW...NOTHING ELSE LIKE IT 


Positive latching action... practical convenience in use... 
modern, smart appearance for all cabinets . . . these are a few 
of many reasons why homeowners are calling for National 
Tutch Latch. Easily and quickly installed, Tutch Latch is 
chock full of appealing features that mean quick sales and 
worthwhile dealer profits. This new and different latch 
comes individually packaged, complete with screws. Ask 
your supplier about the Tutch Latch counter demonstrator. 
OUT OF SIGHT WHEN DOOR IS CLOSED 


- ORDER THESE sms QUALITY NATIONAL LOCK ITEMS, TOO, FOR CONSISTENT, WORTHWHILE PROFITS 


BUILDERS 
HARDWARE 


\ a CABINET HARDWARE 
SELECTED Bele ¢) 








DISTINCTIVE HARDWARE... ALL FROM 1 SOURCE 
NATIONAL LOCK COMPANY \ 
y \ 
Ve oe ee 2 ee A ee | s ROCKFORD, ILLINOIS i i) 


Bi ILDING PRoDUCTS MERCIIANDISER 





striction of home building was 
heaviest on oak flooring which 
had set an all-time production 
record earlier during the year. 
Oak flooring manufacturers 
were never able during the year 
to build up inventories of any 
consequence. Orders’ booked 
that ran up to 1750 percent of 
stocks on hand for some items 
were still high as this is written 
in December. 


The figures here are for the 
popular 25 x 32 x 214” stock. 


Clear plain red oak flooring 
sold for later delivery is nearly 
12 times greater than stocks on 
hand; selects, 16 times as great; 
No. 1 Common, better than 
eight times as great and only 
the No. 2 Common sold is on a 
parity with inventory. 

The disparity between orders 
for white oak flooring and 
stocks is not as great but is still 
high. 

The statistical position of the 
industry is still good and should 
continue good for months to 
come. 

Prices have remained firm al- 
though there have been declines 
in some grades. 

Nominal quotations, on the 
25 x 32 x 214” stock oak floor- 
ing, are: Clear Plain white and 
red oak, $230; Select Plain 
white and red oak, $220; No. 1 
Common, plain white and red, 
$202; No. 2 Common, plain 
white and red, $125-130; No. 1 
Common and Better, shorts 
114’, $145. 

There was weakness in the 
No. 2 Common item with some 
manufacturers offering it as 
low as $120. 

West of the river there was 
an increased demand for 54” 
flooring oak with No. 1 Com- 
mon, selling for from $86 to 
$90; No. 2 Common from $65 
to $67; 3A from $56 to $59 and 
3B from $27 to $30. At Mem- 
phis, prices for the same stock, 
delivered here, were $94 for No. 
1; $71 for No. 2.and $63 for 3A. 

For 4/4 stock flooring oak 
prices are reported firm with 
air-dried No. 1 selling at the 
following levels: No. 1 Com- 
mon, $105; No. 2 Common, $85; 

; and $70-75 for 3A. Stocks of 

| flooring oak are said to be gen- 

=—- erally light because of the 

eat z heavy demands made _ upon 

ene them during the period of heavy 
production of oak flooring dur- 
ing the late Summer and Fall 
months. 
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. MAGAZINES—over 6,000,000 home-minded 


families see Monowall advertisements in full color. 











. 





Your custo 


mers are being sol 









on Armstrong’s Monowall 


Today, more and more home owners think first of 
Armstrong’s Monowall® when they plan to modern- 
ize a bathroom or a kitchen. Armstrong’s consistent 
program of national advertising has made “Mono- 
wall” a familiar name to them. 

Full-color Monowall ads have appeared for years in 
The American Home and Better Homes and Gar- 
dens magazines. More recently, Monowall has been 
displayed and demonstrated on Armstrong’s Circle 
Theatre program over the NBC Television Net- 
work. It is the first pre-decorated panelboard in 
the field to be advertised on this powerful medium. 
This concentrated advertising program serves as an 


important selling force for you when you handle 
Armstrong's Monowall. It creates prospects not 
only for Monowall but also for many other mate- 
rials you stock. Get full details about Monowall 
from your Armstrong wholesaler or write 

directly to Armstrong Cork Company, 4712 


Lincoln Street, Lancaster, Pennsylvania. 





Armstrong’s Monowall 
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Ash lumber prices strength- 
ened somewhat early in Decem- 
ber with 4/4, No. 2 Common, 
S2S selling at $66-67; 4/4 No. 1 
Common and Better, kiln-dried, 
sold at from $124 to $127 and 
firsts and seconds at around 
$170. Prices on heavier thick- 
nesses were unchanged. 

Sap gum, plain, 4/4 stock, No. 
1 Common and Better sold at 
$140 for firsts and seconds; 
$120 for No. 1 Common, rough 
air dried. Kiln dried stock 
brought from $152 to $154 for 


firsts and seconds and from 


$132 to $134 for No. 1 Common. 

One large lot of 272,000 feet 
of rough air dried went at $135 
for FAS and $115 for No. 1 
Common. 

Prices of red oak were un- 
changed from earlier levels 
with the exception of a few 
small mills that offered reduc- 
tions of from $5 to $7. No. 1 
Common, plain, 4/4 stock sold 
at prices ranging from $104.50 
to $118 with about $112-114 the 
average. Plain white oak sold 
along top levels of red oak of 
comparable grades. 





OZ AN" 


IT’S EDGED AND TRIMMED 
AFTER KILN DRYING 


Result: 


For added protection against damage in 
transit, Ozan Lumber is held firmly in place 
in the car by a steel strap around the stock 
in each end of the car. Nothing is over- 
looked that will add to the satisfaction 
Ozan Pine delivers to you and your cus- 
tomers. 


SAWING 
WwooD 
SINCE 

1891 


Ozan Pine is straight-line lumber, 
edges straight, ends square. Ozan quality 
is uniform. 100% kiln dried direct from the 
saw, stored and loaded under cover. Nice, 
soft-texture — famous Arkansas Soft Pine. 


ARKANSAS 
SOFT 








OYA BGI 05) a OL OR 


PRESCOTT, ARKANSAS 





Prices of southern pine lum- 
ber reflected substantial de- 
clines when the figures of costs 
at the Government buying ac- 
tion late in November were re 
leased. 


Lumber—National 


Lumber shipments of 435 
mills reporting to the Nationa! 
Lumber Trade Barometer were 
1.7 percent below production 
for the week ending November 
25, 1950. In the same week 
new orders of these mills were 
3.8 percent above production. 
Unfilled orders of the reporting 
mills amounted to 44 percent 
of stocks. For reporting soft- 
wood mills, unfilled orders were 
equivalent to 22 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
48 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 5.6 percent above 
production; orders were 6.1 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 53.1 percent above; ship- 
ments were 58.2 percent above; 
orders were 53.0 percent above. 
Compared to the corresponding 
week in 1949, production of re- 
porting mills was 1.5 percent 
below; shipments were 12.8 
percent below; and new orders 
were 4.2 percent below. 


Western Pine 


Production by the 101 mills 
reporting to the Western Pine 
Association for the week ending 
November 25, 1950 (a holiday 
week) totaled 55,312,000 feet, 
as compared to 56,253,000 feet 
for the same week a year ago. 
Shipments for the week 
amounted to 51,194,000 feet, as 
compared to 60,771,000 feet a 
year ago. Orders for the week 
totaled 54,968,000 feet. A year 
ago they amounted to 55,851,- 
000 feet. Shipments for the 
week were 7.4 percent below 
production and orders were .6 
percent below production. Un- 
filled orders at the week’s end 
totaled 173,436,000 feet com- 
pared to 195,661,000 feet for the 
same date last year. 


Southern Pine 


Production of Southern Pine 
by the 117 mills reporting to 
the Southern Pine Association 
for the week ending November 
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Yes, greater profits from window glass are yours 
for the asking. Here’s all you have to do: 





1. Move your window glass right onto your selling 












3. Build up adequate stocks of easier-cutting, easier- 
selling L-O-F Window Glass (the kind with the 
famous nationally advertised trademark). Your 
L-O-F distributor will be glad to tell you the 
fastest-selling sizes in your locality—and_ the 
quantities he recommends your stocking. 

4. Use the handy coupon below to get your free copy 
of our helpful book, **For Greater Window Glass 
Profits”. In it you'll find many valuable hints on 
how to cut window glass properly, how to build a 
display storage rack, how to merchandise glass. 
No obligation, of course. Libbey-Owens: Ford Glass 
Co., 12125 Nicholas Building, Toledo 3, Ohio. 





floor—stock it, merchandise it, cut it right there! 
You'll be amazed at the way your sales will in- 
Ss crease. People buy what they can see. 
“ 2. Put in timely window displays of glass and 
y § associated items—putty knives, putty, a glass 
4 cutter and pliers. L-O-F’s tested merchandising 
t . aids will help you: window streamers, the illumi- 
). nated sign, counter cards, ete. Ask your L-O-F 
k distributor how to obtain these. 
S 
a 
k 
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a Great Name tw GLASS |--.-.---- iin 


: LIBBEY eOWENS@FORD GLASS CO., 12125 Nicholas Building, Toledo 3, Ohio 


Please send my copy of “For Greater Window Glass Profits”. 


COMPANY NAME 


STREET ADDRESS__ 


YOUR GLASS DISTRIBUTOR____ 


REQUESTED BY _ pag eo, 













(Please Print) 
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25, 1950, totaled 17,252,000 feet, erage. Orders placed during the 
which was 9.40 percent below week totaled 13,378,000 feet, 
the three year average. Ship- 22.46 percent below production 
ments for the week amounted and 29.74 percent below the 
to 14,408,000 feet, 16.49 percent three year average. The week’s 
below production and 24.34 per- _ figures were affected by Thanks- 
cent below the three year av-_ giving holidays. 





















































The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 































































































































































































































































































































































































DOUGLAS FIR SOUTHERN PINE 
Vertical Grain Flooring 
Vertical Grain ate c b : B&Btr. iS “— D 
ee t . 40.00 
ne 170.00 160.00 120.00 Fiat Grain’ Floortug 
Flat Grain Flooring = Eo settee eeeees 165.00 155.00 115.00 
Si ee EAN 145.00 135.00 103.00 XG sec esecerees 165.00 155.00 115.00 
— eeetepeetes 165.00 160.00 110.00 Drop Siding ae 
1x6 (Pat. #106).165.00 155.00 115.00 
Drop Siding a a (Pat. #116).165.00 155.00 115.00 
1x6 (Pat. #106).160.00 155.00 118.00 rag . 
1x6 (Pat. #116).155.00 150.00 115.00 > ated 150.08 140.00 110.00 
Pec Boards snd ‘Shigiap OC 
SEE sAnnonsend 115.00 110.00 _ 70.00 ry) ix ix8, =ixl0 = ixl3 
i leat 196-180 116-428 No. 1 ...125.00 125.00 125.00 125.00 
5-125 100.00 No.2... 85.00 85.00 85.00 $5.00 
Boards and Shiplap No. 3... 67.00 67.00 67.00 67.00 
(green) 1x6 1x8 1x10 1x12 No. 1 ee: meee 
No. 1.... 67.00 70.00 68. ' 2" i a 
No. 2.... 66.00 67:00 85:00 e700 = ee oo = apes $4.08 
No. 3.... 54.00 57. 55. 57. . 83. 5. . . . 
Pas 5 57.00 55.00 == 57.00 2x 8 183.00 85.00 89.00 92.00 92.00 
Se. 1 Bneusion 2x10 [89.00 89.00 89.00 92.00 92.00 
i” ("oe as’ aor word 8200, 92.00 95.00 101.00 101.00 
2x 4 67.50 67.50 67.50 71.50 71.50 No. 2 Dimension 
2x 6 67.50 67.50 67.50 70.50 70.50 2x 4 .78.00 80.00 84.00 87.00 87.00 
2x 8 67.50 67.50 67.50 71.50 71.50 2x 6 .76.00 78.00 82.00 85.00 85.00 
2x10 67.50 67.50 67.50 71.50 71.50 a5 Rhy ed et se rae ae 
x1 5.50 65. 5.5 5 5 4 54. . . . o- 
5 5.50 65.50 68.50 68.50 2x12 182/00 82:00 88.00 97.00 97.00 
No. 2 Dimension No. 3 Dimension R/L Only 
2x 4 65.00 65.00 65.00 67.50 67.50 2x 4.55.00 ....  «... 
2x 6 64.00 63.50 64.00 68.00 68.00 2: 
, 2x 8 63.50 63.50 63.50 67.50 67.50 x 8 .55.00 
2x10 63.50 63.50 63.50 63.50 63.50 3x10 .55.00 
2x12 62.00 62.00 62.00 62.00 62.00 2x12 .53.00 
No. 3 Dimension, R/L Only 
re ee re 49.00 
ME Selha. ceetcn tliat end ac 48.00 REDWOOD 
Bx Besse eeeeee cee eeeeeee es 45.00 - sy6 agptr. Side 120.00 
DT 060606600006 ew ee enceees ° ae sian “5 
 Beptecheeconetasennen ties 43:00 x8 A&Btr: Siding 000000002. 150.00 
*Add $15.0 a EE Ga egle @acmacmracd -00 
( $15.00 for dry lumber.) oe © MEE, cc cnceeus a 170.00 
j St © Bills MINE. ooo ceccccee ». 180.00 
Sm © Mite MEE, ..cccccccccces 195.00 
1x10 R/L A&Btr. Scand dager aed 210.00 
x I ial Al Sc a 220.00 
WESTERN PINES Prices ~~ — eg —— in mixed 
cars, new bundling, to ’ are: 
—— PINE Beveled Siding, 1% inch 
$2 or 4S 4/4RW 5/4 RW 8/4RW ae task iy lee, A 
Rare ‘ ' 00 
C&Btr. RL ...265.00 275.00 270.00 %x5 inch ...... 120.00 118.00 88.00 
Shop, 82S No. 1 No. 2 1x6 inch ...... 155.00 143.00 120.00 
ec ae 155.00 135.00 %x8 inch ...... 185.00, 173.00 130.00 
__, reba et eeReebe: 150.00 120.00 Clear Bungalow Siding, % Inch 
a regeiies 210.00 198.00 160.00 
Commons ee ee ‘escwweara 230.00 218.00 175.00 
S28 or 4S No.2 No.3 3&Wadr. a Bete on osveeus 230.00 228.00 165.00 
2) = 122.00 94.00 82.00 Finish, B and Btr. S28 or 4S, 
‘ Bee Bett ccwses 120.00 90.00 mane 6-16’ or Rough 
A 2 igen ee 145.00-165.00 
} all _ 1x4 1x5 1x6 = 1x8 Heese qioscnpgecic 175.00 
—— J 1x12 Poereeereeeerneae 185.00 
Se wie dee sass ian ao @hnaiins, 
No. 2 RL... eeee oeee eee eos B and Btr., 9-16’ 
Idaho White Pine B&Btr. C 
Selects, S2 OO ih ciscdwnaee -..100.00 97.00 85.00 
er 48 1x4 1x6 1x8 5/64 Be sabes dcoacen 100.00 97.00 85.00 
C&Btr. RL SO cs get 8 pki 
Commons, S82 or 4S No. 1 No. 2 No. 3 RED CEDAR SHINGLES 
 pertegeg ter. 130.00 115.00 89.00 Royals | 
BR nhnusoamaie 130.00 115.00 89.00 124-4 /2 eee eee eeeeeeee 19.00 
tna A eng 2—24"-4/2 eae catia: 10.00 
$2 or 48 4/4 RW 5/4 RW 6/4 RW naar tet tere sr seews ' 
B& Btr. RL...300.00 300.00 305.00 1—18"-5/2% 12.50-13.00 
 ppateripcapet: 275.00 275.00 195.00 nn | <felsereeesne 7:00-7:25 
SEM wccees on 255.00 240.00 1765.00 Ee | ftteneeeeoees = ” 
DeMNE iccscesévesec 5.25 
Sh 828 No. 1 No. 2 No. 3 XXxXxx 
geen Ry 160.00 120.00 90.00 I i ol 10.00 
 Beetrenas: 150.00 120.00 90.00 SUED OE cc cccccecsseces 7.50 
a Goeaaaaued 150.00 120.00 90.00 | 2 Rgebeeeaas: 5.00 
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ENGLEMAN SPRUCE 


Boards and 


Shiplap 1x6 1x8 1x10 1xi2 
No. 2&Btr..104.00 102.00 105.00 115.00 
No. 3&Btr... 88.00 91.00 97.00 107.00 


No. 1 Dimension 
yi , 


‘ 29 
2x 4 93.00 93.00 93.00 93.00 93.00 
2x 6 93.00 93.00 93.00 93.00 93.00 
2x 8 93.00 93.00 93.00 93.00 93.00 
2x10 93.00 93.00 93.00 93.00 93.00 
2x12 84.00 84.00 84.00 85.00 85.00 
No. 2 Dimension 
2x 4 90.00 90.00 90.00 90.00 90.00 


2x 8 90.00 90.00 90.00 90.00 90.00 

2x10 90.00 90.00 90.00 90.00 90.00 

2x12 81.00 81.00 81.00 81.00 81.00 

(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sep- 
arately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B 3 Cc D 

oS ee 155.00 145.00 105.00 
Flat Grain Flooring 

ere 120.00 115.00 95.00 

Be ssaavineaeoe< 135.00 130.00 100.00 
Drop Siding 

1x6 (Pat. #106).155.00 140.00 115.00 

1x6 (Pat. #116).155.00 140.00 115.00 
Ceiling 

OFORE she seeeccs 105.00 100.00 80.00 

- | arr 120.00 115.00 70.00 

Boards and Shiplap 


(dry) 1x6 1x8 1x10 >g12 
No. 1.... 84.00 83.00 84.00 44.00 
No. 3....< 19.00 79.00 79.00 19.00 
No. 3.... 73.00 67.00 73.00 73.00 


No. 1 Dimension 
12’ 


2x12 77.00 77.00 77.00 77.00 77.00 


2x12 74.00 74.00 74.00 74.00 74.00 





ea alae ace ohare a ola ania Orel e ean Bene 55.00 

BM, acc aSciss aot scanctar occa tetenel oie Seene era 54.00 

MRR cha orators ato herateceke aerate: tanas rie 53.00 

ae ree nr eer 50.00 

SEI can Gib sohansrseipiaececereisteratowiaueve 50.00 
OAK FLOORING 


Clear Pln 2§x2% #x1% %x2 %x1% 
White ..245.00 215.00 187.50 177.50 
Red ....245.00 215.00 187.50 177.50 

Sel Pin. 


Red ....215.00 195.00 167.50 152.50 

White ..215.00 195.00 167.50 152.50 
#1 Com. 

White ..190.00 165.00 152.50 132.50 

Red ....190.00 165.00 152.50 132.50 
#2 Mixed 

15” Shorts 

105.00 77.00 77.00 65.00 

#1 Co 


m. & 
Btr.. ...135.00 105.00 87.50 72.50 
#2 Com. .. 95.00 75.00 57.50 42.50 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, to 18’ are: 
Beveled Siding, % Inch 
Clear ee ee one 





%x4 inch ...... 85.0 8 §° 70.00 
S6E6 ICR 2c cece 120.00 118.00 § 00 
x6 inch ......155.00 143.00 120.00 

eee 185.00 173.00 130.00 

Clear Bungalow Siding, % Inch 

- SOE. sccceses 210.00 198.00 160.00 
i... ee 230.00 218.00 175.00 
BS DOOR ccccenes 230.00 228.00 165.00 


Finish, B and Btr. S28 or 48, 
6-16’ or rough 


Oe gee Se pacewelns 145-165,00 
BE. cndcceeeuncnke es a axeacete 175.00 
SEED «erteetucedtervereaneaas id 

Ceiling or ee B and Btr., 9-16’ 

&Btr. .C D 

eer. 100.00 97.00 $8.00 
Ee eee 100.00 97.00 86.00 
Discount on mouldings, 6-20’ odd 

lengths. 

Series 8,' 


000— 
— under $4.00—-list plus 125 per 
cent. 
Listing $4.00 and over—list plus 130 


per cent. 
Clear Lattice, 5/16”, 4 to 16’ 
100 Lin. Feet 
J; errr sieve becneee 1.90 
BRUNE vk006derceesevecen eT: | 
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EDITORIAL 


‘Let’s Sell the Truth about Profits 


Profit is a Key in Freedom’s Selling Pack- 
age because the elimination of our kind of profit 
would immediately establish Communism in our 
economy. In a company or corporation, profits 
are what is left after all costs are paid, includ- 
ing depreciation and replacement of the 
facilities and tools that are worn out, and the re- 
serves for employe benefits and contingencies. 

Profits, too, are the reward to the investor for 
risking his capital (savings) in the enterprise. 

We must sell the relationship of profit to loss. 
One out of every two businesses that start fails 
in its first year! The investor is surely entitled 
to a profit on his risk of failure if he is able to 
earn it in the free market. 

Profits are the essence of economic life for 
every citizen. 

Profit is the instrument by which one’s stand- 
ard of living is raised. 

The concept of profit is inherent in both Com- 
munistic and Free Economies. Communistic 
profits are monopolistic, arbitrary, and dictated. 
Only party members and political favorites 
make a profit in Communistic lands while prac- 
tically everyone makes a profit in our country. 

The people of Communistic states have every 
reason to complain about profiteering because 
there is no brake on their pricing—not “even 
what the traffic will bear” because the consum- 
ing traffic in Russia must bear with any price 
the dictator establishes. 

In our country there are three important con- 
trols on prices and profits: first—what the traffic 
will bear—normal consumer resistance to paying 
out their dollars. Second—freedom of choice by 
the consumer—he can buy or not buy, or buy a 
substitute, if there is no monopoly. Third—com- 
petition—excessive profits inevitably generate 
competition .which brings the profiteer’s prices 
down to levels that often bring losses. 

Closely akin to the generalities that are used 
in attacking business are the outcries against the 
profit system. General criticism of the abstrac- 
tion “Profit”? is ridiculous because desire for 
profit is an inherent and inseparable characteris- 
tic of human nature. Just as everyone who pro- 
duces, buys or sells goods or services is in 
business, every such person likewise seeks a profit. 
Even the slaves of communism can’t get away 
from the desire for profit— and that may ulti- 
mately be the downfall of their rulers! 

Communism teaches profit for the masses 
through confiscation and aggression, murder and 
theft. The American way is profit through 
service. 

Profits are relative—they are to be interpreted 
in a standard of living (including savings) for 
an individual or a company. For example, the 
“profits” of a skilled building mechanic are often 





* This is the seventh of a series of editorials on the general 
subject: “Our Grave Dangers and Some Patterns for Sur- 
vival.” 
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greater than those of many of the professional 
people in the community—teachers, lawyers, doc- 
tors, dentists, etc. 

Every employe has a stake in his company’s 
profits. Profits are the opposite of losses. If com- 
pany losses are sustained, the employe loses his 
job—and his current standard of living (profit). 
Profits include all wages and salaries. Profits are 
always in selling prices. And the chief component 
of selling prices are always wages and salaries. 

The profit system provides opportunity to the 
individual for growth, self-expression, production 
and trading. As long as we keep open the door of 
individual opportunity to make and keep a profit 
—we have the greatest possible economic security. 


Everyone wants a profit and in a free econ- 
omy everyone gets one—in proportion to his 
ability to produce, sell, and get a competitive 
price for his production. 

Surely we should find little difficulty in selling 
the Profit Idea. If Freedom’s salesmen sell it 
energetically it should rank high in public esteem 
instead of being the scape-goat of the self- 
interested citizen who naturally wishes to retain 
his own and not pay the other fellow’s profits. 

To add to these sales arguments here are four 
quotations from the Bible that justify Economic 
Profit: 

“In all labour there is profit—the crown of 
the wise is in their riches.”—Prov. 14:23. 

“Wisdom is good with an inheritance and by it 
there is a profit.”—Ecc. 7:11. 


“Wisdom giveth profit to them that hath it.”— 
Ecc. 10:10. 


“They were all ashamed of a people who could 
not profit.”—Isaiah 30:5. 


Finally we should sell the idea that there are 
plus profits in our system beyond the material 
things in our standard of living. 

Our profit system includes the rights and priv- 
ileges we earn and enjoy, the joy of individual 
creativity, achievement, initiative, opportunity 
and the fun of working and playing with asso- 
ciates of our choice, the pleasures in our cultural 
attainments, and the satisfaction of knowing 
that every citizen can rise as high as his ability 
and productivity will permit. 

Without our profit system and our business 
structure which makes profits possible we would 
have none of the cultural rights and privileges 
and not over one-third of our material living 
standard, as witnessed in the bushels of statistics 
that reveal the living standards of the average 
family in Russia. 

Profits are essential to a strong business struc- 
ture in our country. Without profits business 
would collapse and our freedom would go down 
with it. Anything as vital to the whole people 
as profit should not be hard to sell if we will 


work at it! 
..... Art Hood 
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By WALTER E. HOADLEY, JR. 


Economist, Armstrong Cork Co. 
Lancaster, Pa. 


Under the impetus of huge 
military expenditures, general 
business in 1951 should estab- 
lish some new records—in pro- 
duction, employment, income, 
sales, and no doubt prices as 
well. In contrast, the building 
industry, already severely con- 
trolled, will set few new rec- 
ords. If the international situ- 
ation stabilizes, a good volume 
of construction business seems 
likely, perhaps 15-20% below 
the spectacularly high 1950 
levels; if full-scale war devel- 
ops, the cut will be much more 
severe, at least until a war con- 
struction program is developed. 

The constructionindustry 
has made conspicuous contri- 
butions to all previous war ef- 
forts and clearly will do so 
again in this latest emergency. 
At the moment, however, it is 
very difficult to find out in any 
detail what role this industry 
will play in the new rearma- 
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MAINTENANCE AND REPAIR WORK rises when new construction is controlled. 


Construction Outlook for 1951 


Flexibility in thinking and operation vital in 


critical year ahead. War can change construction pic- 
ture overnight, but the overall prospects are good re- 


gardless. 


Looking ahead: repair and modernization 


up 10-25% ; cutback in commercial building ; industria] 
building up 10-20% ; credit controls remain key to new 
residential building goal of 850,000 starts; inventory 
control more important than ever. 


ment program. Construction 
has been cut back on two im- 
portant and necessary grounds: 
(1) to conserve materials, and 
(2) to check inflation. There is 
some danger that the timing 
and severity of the cutbacks in 
building to date may not be 
the best for either objective. 
This will be particularly true 
if the building materials and 
general construction industries 
are hit so hard—even only tem- 
porarily —by government re- 
straints that needed production 
and skilled manpower are lost. 

The 1951 challenge for con- 
struction and several of its al- 
lied industries is to gear think- 
ing to levels of operations 
somewhat lower than in recent 
hectic months and yet not lose 
confidence. Government has a 
responsibility to keep this far- 
flung industry well informed as 
to what will be required of it, 
so that many present fears can 
be translated into positive 
building plans. 

In addition, control authori- 


ties must keep very close to 
the “pulse” of current con- 
struction activities in order 
that administration of controls 
will be timely and flexible to 
minimize dislocations which 
are an inevitable part of any 
economic regulation. This will 
entail the closest possible co- 
cperation of construction man- 
agers with government officials 
for the greatest good of all 
concerned. Experience has 
shown that controls quickly be- 
come ineffective or contrary to 
the best public interest when 
continuing contact with actual 
operations is broken. 

The General Business Setting 
for 1951 Construction: While 
1951 promises to be another 
high year for total United 
States business, it also prom- 
ises to be far from smooth sail- 
ing for many individual lines. 
New international crises and 
government edicts are almost 
certain; production is nearing 
capacity limits; manpower is 
becoming increasingly short; 
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starts have increased spectacularly. 


heavy wage demands and more 
strikes loom; still higher taxes 
very likely will be voted; ma- 
terial bottlenecks constantly 
threaten production; conver- 
sion-to-war production will shut 
down some plants at least tem- 
porarily; higher prices and 
lower profits appear very prob- 
able; and government military 
requirements and expenditures 
unquestionably will make sharp 
inroads on civilian goods be- 
fore the latter half of the year. 

The construction industry 
must try to operate success- 
fully within this maze of un- 
certainties and at times con- 
flicting forces. What actually 
happens to building as well as 
general business next year will 
depend primarily on develop- 
ments in five critical areas: 

First, the international situ- 
ation. No one knows, of course, 
if all-out war will occur soon. 
We are sitting upon a keg of 
dynamite which could go off 
at any time. As a minimum, 
we can only view the future in 
terms of a rearmament econ- 
omy—for two to four years or 
longer. If actual war is de- 
clared, all bets are off, and all 
controls will be on. 

Second, the magnitude and 
timing of government expendi- 
tures. How much will be spent 
for military purposes in the 
coming year has been variously 
estimated at $20-30 billions or 
more. The important fact is 
not the precise expenditure fig- 
ure but that the government 
can be expected to get just 
about what it needs to rearm 
our nation. In Washington for 
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some time the prevailing atti- 
tude has been that we are at 
war. The carrying out of any 
vast government program, ex- 
perience shows, takes a con- 
siderable amount of time. 
While government outlays will 
increase steadily in the months 
ahead, their full impact upon 
general business and construc- 
tion still seems several months 
away, and not until the spring 
and summer months at the 
earliest. Military and indus- 
trial planning still appear to 
be in the early blueprint stage. 
Unless total war is declared, 
it is important for all of us to 
remember that the new defense 
program will absorb well under 
the 50% production’ effort 
achieved at the peak of military 
demands in World War II. Con- 
trary to some belief, govern- 
ment expenditures alone will 
not eliminate all weaknesses or 
setbacks in 1951 business, de- 
spite the steady rise in Treas- 
ury funds poured into many 
industrial markets. 

Third, the scope and enforce- 
ment of anti-inflationary eco- 
nomic measures. In part, the 
November election results re- 
flected some popular reaction 
against certain government eco- 
nomic and _ political policies. 
Nevertheless, it is not clear that 
an all-out fight to halt inflation 
is demanded or will be made. 
Few people like to pay higher 
prices, but still fewer can re- 
sist receiving them, including 
higher wages which are the 
price for labor. 

As a result, it seems quite 
probable (and very unfortu- 


nate) that major anti-inflation- 
ary efforts will be concentrated 
upon direct controls dealing 
with symptoms, rather than 
upon strong fiscal and mone- 
tary powers plus reductions in 
non-essential government ex- 
penditures, which get more di- 
rectly at the roots of inflation. 
The best prospects, therefore, 
would seem to be for a gradual, 
in fact almost inevitable, 
spread of piece-meal economic 
controls, plus somewhat higher 
taxes, and irregularly rising 
prices. 

Fourth, the wage demands of 
workers in a period of acute 
manpower shortage. Recent and 
impending wage settlements in 
key industries, including build- 
ing, point to further upward 
trends in wages and salaries, 
adding to costs and contribut- 
ing new pressures for further 
price advances. Whereas work- 
ers’ incomes during World War 
II were not directly linked to 
cost of living, it seems likely 
that these two items will re- 
main closely linked at least for 
the duration of the current 
emergency, even under what- 
ever controls may be in the 
offing. The net effect can only 
be further upward turns in the 
wage-cost-price spiral. 

Fifth, the buying-saving pol- 
icy of the public. How much 
buying restraint the American 
people will show during com- 
ing months, when government 
will be siphoning off produc- 
tion by injecting new purchas- 
ing power, is a matter of con- 
siderable interest and specula- 
tion. With scattered evidence 
of somewhat reduced public 
confidence in the purchasing 
power of the dollar, together 
with the expectancy of rising 
incomes and new shortages, it 
seems likely that the public 
will continue to stress spending 
rather than saving. This does 
not necessarily mean that the 
reckless buying such as oc- 
curred during and immediately 
after World War II will be 
duplicated. Rather, there prom- 
ises to be a heavy demand for 
essential and otherwise desir- 
able items found to be avail- 
able. Some “spillover” effect 
of this general tendency to 
spend should ensue from con- 
trolled to less controlled or 
freely available goods and serv- 
ices. ; 

The general business environ- 
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LUMBER iS CHIEFLY RESPONSIBLE for pushing overall 
building materials prices above the average for all whole- 


sale commodities. 


ment, in short, can be expected 
to support a high level of sales 
in most lines to the extent they 
are not restricted by govern- 
ment controls. 


The Over-All 
Construction Outlook 


Before the Korean invasion 
took place late last June, there 
was some evidence that con- 
struction activity had reached 
or was nearing a peak. The 
initial effects of expanded gov- 
ernment credit assistance in 
home building seemed to be 
tapering off. Many prospective 
buyers were showing increas- 
ing resistance to rising material 
and finished product prices. 
Scattered material and man- 
power shortages also had be- 
gun to discourage prospective 
building programs. The Korean 
War clearly extended the boom 
which otherwise probably 
would have subsided noticeably 
by now. 

To keep a reasonable per- 
spective on 1951 building pros- 
pects, let’s recognize that in 
many respects it would not be 
physically possible to duplicate 
this year the record volume of 
construction which was 
achieved in 1950. Inventories 
of materials are much more 
limited than a year ago; man- 
power, particularly skilled 
workers, has been lost to the 
armed services and to other in- 
dustries; and critical materials 
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already—or about to be—allo- 
cated for military purposes ob- 
viously will not be available. 
By now, most people inter- 
ested in construction — and 
many casual observers as well 
—realize that building is 
among the major industries 
most vulnerable to government 
controls in any period of eco- 
nomic or political crisis. More- 
over, whenever an emergency 
occurs in business, “brick and 
mortar” plans are the first to 
be slashed or expanded, as the 
case may be. When it is re- 
called that construction was 
subjected to the first control 
measure following the Korean 
invasion, it becomes very under- 
standable why building  in- 
dustry people tend to “run for 
cover” whenever economic con- 
ditions change unexpectedly. 
Because total construction is 
certain to be reduced during 
the year, there is no reason to 
expect the reduction will as- 
sume major proportions in all 
categories. While the over-all 
cut may be substantial, the re- 
maining level of building never- 
theless could still result in one 
of the best years for construc- 
tion on record. Despite con- 
trols, price resistance, and 
credit restraints, several im- 
portant factors will tend to 
support a heavy volume of 
building in the months ahead: 
(1) The record level of general 
business and personal income, 
as outlined earlier; (2) an 
above-average carryover of un- 
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RECENT BUILDING BOOM looks smaller when compared 
with population and price changes. 


finished construction projects 
from 1950; (3) an expected up- 
surge in repair and moderniza- 
tion work; (4) new expansion 
plans among many industrial 
companies; and, (5) the prob- 
able start of some decentraliza- 
tion movement of individuals, 
businesses, and government 
agencies as a_ precautionary 
measure against atomic bombs. 

The cost-price outlook in 
building presents a rather 
mixed picture. With a general 
decline in construction fore- 
seen; it is to be expected that 
at least scattered price weak- 
nesses will appear. In fact, 
some price cuts in lumber and 
other non-metallic materials 
have been reported. It seems 
unlikely, however, that build- 
ing material prices will con- 
tinue a downward course 
throughout the year. General 
inflationary trends, unless 
checked more severely than 
now seems likely, can hardly 
miss having some impact upon 
prices of building materials 
and most construction projects. 
More specifically, wage rates 
can be expected to move up- 
ward in this industry as well 
as elsewhere. Metal prices are 
almost certain to advance fur- 
ther and consequently will in- 
fluence the course of building 
materials with metallic com- 
ponents. On balance, 1951 
prices in construction promise 
to average fairly close to those 
prevailing toward the end of 
this year. Insofar as there is 
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any marked dewation from 
1950 trends, the best prospects 
are for an increase rather than 
a decline. 


Prospects Vary for Different 
Types of Construction 


The 1950 building boom was 
primarily the result of ex- 
panded construction for private 
rather than public use. Gov- 
ernment building increased by 
only a negligible amount. But, 
let no one lose sight of the fact 
that the record construction 
level last year, particularly in 
private home building, would 
have been highly improbable 
without the “easy” credit terms 
fostered by government mort- 
gage guarantees, commitments, 
and purchases. 

Looking ahead, the amount 
of public building to be under- 
taken is very uncertain, but at 
least some increase this year 
seems probable. Any marked 
expansion in the government’s 
own plans for construction 
from present general expecta- 
tions will, of course, bolster the 
outlook for the over-all build- 
ing industry. 

Throughout the building 


field there are high hopes that 
repair and modernization work 
will take up a good deal of the 
slack brought about by controls 
on new construction. An in- 
crease in repair and moderniza- 
tion business seems almost cer- 
tain this year, but the amount 
over 1950 is much less definite. 
First of all, let’s not overlook 
the fact that a new credit con- 
trol has been placed on ex- 
penditures for improving struc- 
tures as well as building new 
ones. Regulation W of the Fed- 
eral Reserve System now re- 
quires a minimum down pay- 
ment of 10° and a maturity 
schedule of no more than 30 
months. While these terms are 
not generally held to be dras- 
tic, their effect is still not 
clearly shown. Moreover, there 
is always the possibility of 
tightening of the regulation in 
the event that a boom in repair 
and maintenance business 
should get underway. 

It is well known that most 
construction contractors and 


workers showed little interest 
in small “fix-up” jobs last year 
when other work was available. 
The decline in new building 


this year should make repair 
and modernization jobs more 
attractive. A crucial question 
is whether workers will prefer 
to remain in construction on 
repair and maintenance jobs 
when attractive employment 
opportunities open up else- 
where. Material shortages ob- 
viously will limit repair and 
modernization work, and fur- 
ther price increases no doubt 
will prove to be a discouraging 
influence. 

Despite these deterrents, the 
expected further gains in con- 
sumer income should mean 
greater spending generally and 
insure an important, perhaps 
10-25%, rise in repair and mod- 
ernization business this year. 
Many lines of business will be 
competing for these “extra” 
consumer dollars, so that in- 
creased “fix-up” sales need not 
be automatic. 

Higher demand can be ex- 
pected to come from people 
driven out of the new housing 
market because of controls, 
from the many individuals 
whose houses are proving too 
small, from probable extension 
of rent control measures which 
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could bring some reluctant im- 
provements, and also from the 
fact that repair and moderniza- 
tion work simply has not kept 
pace with needs for many 
years. It seems unwise to ex- 
pect repair and modernization 
work to dove-tail nicely with 
the controlled decline else- 
where in construction. To keep 
perspective again, an increase 
of as much as 50% in main- 
tenance and repair work from 
last year’s volume would still 
constitute only about 1/3 of 
total building. 

It becomes clear that the 
volume of building this year, 
despite some expected increase 
in repair and modernization 
business, will still be deter- 
mined overwhelmingly by what 
happens to new construction. 

Homebuilding — Approxi- 
mately 1,350,000 new housing 
starts were made this year— 
equal to 1935-38 combined—but 
there were several hundred 
thousand fewer completions. A 
reasonable appraisal is that 
carryover work from 1950 
starts is 10-20% larger than at 
the beginning of last year. The 
precise amount, of course, is 








determined by the actual level 
of starts toward the end of 
1950 and the speed with which 
completions were made. The 
typical new house reportedly 
now requires about five months 
on-site construction time to 
complete, compared with less 
than four months early last 
summer. Carryover construc- 
tion work will keep general 
home building activity high 
during the early weeks of this 
year, but new starts obviously 
must get underway in substan- 
tial volume if the official gov- 
ernment “target” of 850,000 
starts is to be reached by the 
end of the year. The number 
of potential starts for which 
financial arrangements were 
completed prior to the impact 
of the mortgage credit controls 
is known to be large. Estimates 
range as high as 500,000 poten- 
tial starts which were cleared 
before mortgage terms were 
tightened. Whatever the figure, 
there are thousands of homes, 
unaffected by controls, which 
may yet be started. 

Credit is the key to new resi- 
dential building at any time 
and certainly in 1951. Regula- 


tion X of the Federal Reserve 
System, together with allied 
rulings by the Federal Housing 
Administration, the Veterans 
Administration, and the U. §. 
Department of Agriculture, are 
having some real, although 
spotty, effect in cutting back 
new home building. New starts 
have dropped to well below 
100,000 per month, compared 
with approximately 150,000 per 
month last summer. 

A government survey in nine 
large city areas reveals that 
prior to the new mortgage con- 
trols almost half of all vet- 
erans, who made up 75% of the 
new housing market, paid 
nothing down. The new credit 
regulations require at least 5% 
down for veterans and 10% 
down for non-veterans with 
progressively higher require- 
ments up to 50% on homes sell- 
ing for more than $24,250. 
Make no mistake about it, these 
controls have teeth. Many esti- 
mates run as low as 400,000 to 
600,000 new housing starts for 
the current year if Regulation 
X is not changed. 

The controlling agencies to 
date have not revised their tar- 











THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 


ALL SPECIES 


CANADIAN Forest Propucts LIMITED 
EBURNE SAWMILLS DIVISION 


VANCOUVER, B.C. 
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We know it’s easier 
to Sell the 


Leo Marcoux to his partner William Small (left) 
of Andover Street Builder’s Supply Co. 


says: 


, Lawrence, Mass. 
















Leo Marcoux stands 
solidly behind the 
Heatilator Fireplace. 


HESE partners in the Andover Street Builder’s Supply Co., 

Lawrence, Mass., are supplying Heatilator* Fireplace units for 
the nearby Sunset Acres development. They know it’s easier to sell 
Heatilator Fireplaces ...the first practical method of circulating fire- 
place heat throughout the room! The Heatilator unit is a compact © 
form, complete from hearth to flue. Smokeless, troublefree, it is easy 
and economical to install. And it gives you extra profit on every 
fireplace sale. 


FIRST IN SALES Heatilator Fireplace is first in sales because of the 
powerful word-of-mouth advertising of hundreds of thousands of 
Heatilator owners... and the strong year-round advertising cam- 
paigns in consumer ...camp... architect ...and builder magazines! 
Why waste selling time on little-known brands? Heatilator has 
been the leading name in fireplace units for over 23 years! For full 
information, write today to Heatilator, Inc., 6512 E. Brighton Ave., 
“vracuse 5, New York. 


* Heatilator is the registered trademark of Heatilator, Inc. 


It’s easier to sell. . . It’s easier to make a profit on 


HEATILATOR‘<« FIREPLACE 


T.M. REG. U.S. PAT. OFF. 
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get of 850,000 starts. It seems 
likely, however, that some re- 
laxation of the present terms 
would be necessary at an early 
date if the target level is to be 
reached or exceeded, and par- 
ticularly if starts in the second 
half of 1951 are not to fall 
further. 

Non-residential — Carryover 
of unfinished work from last 
year appears to be even more 
important in the case of non- 
residential building than in 
residential. This is particularly 
true for office buildings, stores, 
industrial structures, schools, 
religious buildings and heavy 
utility installations. 

Commercial buildings appear 
to be the most vulnerable in 
the non-residential group from 
the standpoint of existing and 
further restrictive controls. So- 
cial and recreational projects 
already have been severely hit, 
with work in place expected to 
be off as much as 75% from 
last year. This is an important 
cutback for many builders and 
certain materials, but neverthe- 
less still represents less than 
one per cent of all building. 


Recent discussions in Washing- 
ton point to possible extension 
of credit controls in the com- 
mercial field, supplementing 
Regulation X. Since there is 
some tendency for commercial 
type buildings to use more 
critical materials, especially 
metals, there is a strong possi- 
bility that limitation orders on 
material usage will cut rather 
deeply here. 

Industrial building, particu- 
larly new and expanded plants 
to produce munitions and es- 
sential civilian goods, probably 
has the best possibility for in- 
crease over last year’s volume 
among all construction types. 
The outlook is for a 10-20 in- 
crease this year. The precise 
level of industrial building will 
depend upon: (1) defense re- 
quirements; (2) whether the 
government authorizes a liberal 
interpretation of the accele- 
rated depreciation law and pre- 
serves incentive in new tax leg- 
islation; (3) the extent to 
which business managements 
discard fears of eventual seri- 
ous Over-capacity problems in 
their civilian goods lines; (4) 


the trend of building costs plus 
the availability of satisfactory 
means of financing new proj- 
ects; and (5) how searce man- 
power and materials become as 
the year progresses. Since key 
government spokesmen are em- 
phasizing the need for all-out 
production in the years ahead 
and expanded output is reall) 
the most powerful means of 
safeguarding our democracy, 
stepped-up program of individ- 
ual construction seems ver) 
probable, despite the many ob- 
vious risks involved. 

As in the case of many in- 
dustrial companies, most pub- 
lic utilities now recognize that 
their very large post-war ex- 
pansion programs are still in- 
adequate to meet current rising 
needs. In recent months sev- 
eral new expansion programs 
have been authorized to in- 
crease capacity for power, com- 
munications, and allied utility 
purposes. 

As mentioned previously, no 
large-scale program of govern- 
ment building has been an- 
nounced. In a period of mili- 

(Continued on page 82) 





Ar our El Paso plant we manufacture 
Ponderosa Pine into finished lumber, 
mouldings and other standard patterns to 
fit your exact specifications. This superb 
lumber, Ponderosa Pine, is precision— 
milled on the world’s most modern ma- 
chinery—such as the Stetson-Ross planer 
and matcher shown at left. This type of 
equipment, the latest mass feeding ma- 
chine of its kind, assures you a product 
which will fully meet your requirements 
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and bring you back to 
us for repeat orders. 


THE MADERA 
COMPANY 


East 10th St. El Paso, Texas 


December 16, 
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QUALITY WOOD 
PRODUCTS 


From Long-Bell Douglas Fir 

¥, and Ponderosa Pine factories 

- ’ —dquality Frames, Industrial 

Cut Stock, Sash & Doors, 
Glazed Sash Box Shook... 
Kitchen Cabinets . . . Un- 
painted Furniture . . . Pre- 
fabricated Building Stock . . . 
varied Products. 























The timber resources, modern plants and efficient distri- 
bution methods established by Long-Bell Lumber 


OAK FLOORING Co. for the past 75 years are an important asset of all 
oo branches of the lumber and wood products industries. 
TREATED PRODUCTS These extensive resources make available adequate and 
‘Cintidiintetiiues, economical supplies of Douglas Fir, West Coast Hem- 


sote and standard salt pre- lock, Southern Pine, Ponderosa Pine, White Fir and 


servatives, from Long-Bell ’ 
Wend Diaionitie: Bhs, Southern Hardwoods from Long-Bell’s 14 ultra-modern 


manufacturing plants in southern and western states. 


The Jone Rett Jumber Company 


Established 1875 














KANSAS CITY 6, MISSOURI 


DIVISIONAL SALES OFFICES 
EASTERN DIVISION e Kansas City, Mo. WESTERN DIVISION e Longview, Wash. 
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One of the foremost ques- 
tions in every retail lumber and 
building products dealer’s mind 
is, “What is the material situa- 
tion going to be next year?” 
In a few short words, it ap- 
pears that the overall picture 
is not too much different from 
what it has been at certain pe- 
riods during the past few years. 

Particularly in 1950, the en- 
tire lumber and building prod- 
ucts industry has been pouring 
materials onto the market at 
near-capacity levels. In spite 
of this, due to the gigantic re- 
quirements of the housing 
boom, one or another of the 
essential materials has been in 
short supply. 

In fact, for nearly four years 
almost every dealer has had a 
procurement problem on his 
hands, first with one material, 
then another. 

To meet the tremendous de- 
mands, the entire industry has 
stepped up its production ca- 
pacity to a point where even 
the 1,300,000 house program of 
1950 was taken pretty well in 
stride. Had the same, sudden 
wave of demand hit the in- 
dustry in 1940, it couldn’t have 
coped with it. 
the production facilities are 
such that industry experts 
agree that materials for be- 
tween a million and a million 
and a quarter homes can be 
produced without creating any 
inequities of supply. 

This in itself poses a much 
more favorable picture than it 
did in 1941. At that time an 
exceedingly high percentage of 
all lumber and building mate- 
rial production was required 
for construction of military 
and defense projects. Today, 
many of these structures are 
in existence and usable, so the 
amount of production drawn 
off the market for this type of 
construction should not be 
nearly as much. The expanded 
production capacity of the in- 
dustry improves the situation 
even more. 

Some products and mate- 
rials, however, may be in short 
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The Material Outlook for 1951 


Now, however, 


Producers agree that substantial volume of all materials will be avail- 
able next year. Consensus is optimistic in spite of current and anticipated regulations, 


supply next year. These are 
either made of—or use in their 
fabrication, certain base mate- 
rials that are also used for mili- 
tary and defense items. Steel, 
zinc, copper, aluminum, ete. 
are a few that have already 
been subjected to stringent 
government control to insure 
an adequate supply for emer- 
gency purposes. 

According to the latest and 
most authoritative information 
at press time, here is the situa- 
tion for individual products 
and items handled by the re- 
tail lumber and building prod- 
ucts dealer. 


Lumber 


No shortages in lumber are 
predicted for 1951. Aside from 
scattered purchases by the gov- 
ernment in western and south- 
ern producing areas, for 
amounts easily absorbed by 
current production, there is 
nothing to indicate that defense 
requirements will cause any 
bottleneck in 1951 construction. 
It appears that retail dealers 
may be assured of an adequate 
supply of all grades and items 
throughout the year. 

Industry leaders predict that 
average prices during the year 
may rise slightly above present 
levels. It is not believed that 
radical fluctuations will de- 
velop in either direction, but 
the trend will be on the strong 
side. 

At the end of the third quar- 
ter of 1950, mill stocks were 
estimated at 6,441,000,000 feet, 
345,000,000 above the second 
quarter. This is the first in- 
crease in inventories for over 
a year. Demand has continued 
strong, however, and the strong 
rally of housing starts in re- 
cent weeks has caused a 
strengthening of the market 
from previous declines. 


Millwork 


The millwork industry an- 
ticipates adequate production 
of its products for 1951. Dur- 
ing most of this year all manu- 
facturers of millwork have 
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been operating at capacity, and 
at the present time are still 75 
to 90 days behind orders. It 
is anticipated, however, that 
the situation will equalize 
shortly after the first of the 
year. 

In addition to the substantial 
volume from new construction, 
the millwork industry believes 
that a large volume of business 
will go into modernization and 
improvement work. Such items 
as kitchen cabinets, wardrobes, 
storage walls, mantels, etc. will 
be particularly popular, in ad- 
dition to windows and doors. 

Millwork manufacturers feel 














that the only thing that might ff 





slow up production is a short- 
age of hardware, weatherstrip, 
sash-balances, cabinet hard- 
ware, ete., but there is no defi- 
nite indication that this may 
occur. 









Metal Windows and Doors 


Metals of various types were 
some of the first basic items 
placed under severe controls. 
The result has been that some 
confusion exists in the build- 
ing and material field as to the 
availability of metal building 
products during 1951. It ap- 
pears that certain metals may 
be more critical than others, 
so perhaps the best way to 
formulate an idea of supply is 
to analyze the status of the 
major metals by type. 

Steel used in civilian chan- 
nels has been cut only 5% to 
date. Many experts believe that 
a stepped-up defense program 
may take an additional per- 
centage, if it becomes expedient 
to do so. This amount of re- 
duction would not seriously cut 
the production of steel building 
products. 

The 10% to 20% reduction in 
new housing that now seems to 
be inevitable would more than 
offset the cut in production. It 
would appear, therefore, that 
there will be an adequate sup- 
ply of steel products, perhaps 
a volume equal to that supplied 
during 1949. 

Higher prices are unavoid- 
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able. The recent wage increase 
granted to the steel industry 
wis immediately reflected in 
price increases averaging $5.00 
per ton; and these increases 
will be reflected in correspond- 
invly higher prices of finished 
coods. 

A 35¢ cutback of aluminum 
has caused far more concern in 
the industry than the regula- 
tions covering steel. This could 
seriously curtail production of 
aluminum building products. 

There are, however, certain 
considerations that undoubt- 
edly will brighten this picture. 
First, the Aluminum Company 
of America has announced an 
expansion program that will 
increase the production of 
aluminum for defense purposes 
by 25°. The company also is 
increasing its permanent pro- 
duction capacity to approxi- 
mately 24 million pounds per 
year. 

Reynolds Metal Company 
has announced an expansion 
program at its Jones Mill, Ark. 
plant that will produce a total 
of 179,000 tons per year, an 
increase of 25,000 over present 
production. 

There is some talk at this 
time of drastic reductions of 
non-essential items made from 
aluminum. Building products 
would not fall into this classi- 
fication. It is entirely probable 
that these measures will result 
in a much higher than expected 
supply of aluminum for build- 
ing products. 

Certainly manufacturers in 
the industry are not pessimistic 
about the prospects for next 
year. F. C. Russell, president 
of F. C. Russell Company, 
large producers of combination 
windows and other building 
products made of aluminum, 
recently stated that higher pro- 
duction marks will be reached 
by his company despite short- 
ages of critical material. 


Metal Building Products 


The situation regarding the 
availability of such items as 
girders, lintels, bearing posts, 
angle irons, joist hangers, fire- 
place units, etc. seem to paral- 
lei the outlook outlined above. 
In other words, steel products 
will probably be in fair-to-good 
supply. 

“lashing material, usually 
made of copper or zinc, present 
a different picture. So does 
g: |vanized products that use 
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zine in their manufacture. 

Both copper and zinc are 
sure to come under severe regu- 
lation by the National Produc- 
tion Authority, maybe a cut- 
back of 25% to 30%. 

There are some brighter fac- 
tors. It is believed that present 
stockpiles of zine are greater 
than the amount used directly 
for war purposes during any 
single year of World War II. 
Zinc industry men are also 
pointing out to NPA that such 
severe cutbacks will cause 
plants to shut down and work- 
ers to be laid off, a situation 
that NPA undoubtedly desires 
to avoid if at all possible. 

So far, the government has 
only been placing orders for 
products using copper amount- 
ing to 7% of the total copper 
production. The industry is 
also of the opinion that a 25% 
or more cutback is out of line, 
and will bring on severe in- 
equities. 


A ppliances 

The shortage of cobalt seri- 
ously threatens the production 
of stoves, plumbing fixtures, 
washing machines, and other 
household appliances. Cobalt 
is an essential ingredient in 
enamel and thus vital to the 
manufacture of these products. 

No decision has been reached 
as to how much cobalt will be 
allowed for civilian production, 
or when the limitation will be 
applied. The industry group 
has recommended that 60,000 
pounds per month be permitted 
for the manufacture of enamel 
as compared to 70,000 pounds 
at present. 


Other users of cobalt, namely - 


television and radio manufac- 
turers, use far larger amounts 
of the metal than do the ap- 
pliance people. These, however, 
can to some extent substitute 
copper and nickle for cobalt, 
whereas the appliance group 
have no other practical way to 
prevent rust and corrosion in 
appliances. 


Insulation 


No critical shortages are an- 
ticipated among the various 
types of insulating materials. 
With the possible exception of 
those employing metallic re- 
flector surfaces, all are ex- 
pected to be in good supply. | 

The industry generally is 
operating somewhat behind or- 
ders, and the backlog is ex- 





pected to carry into the early 
part of next year. 

With the expected cutbacks 
in new construction, however, a 
major percentage of next 
year’s production can be ex- 
pected to be sold in the re- 
modeling and improvement 
market, a situation that calls 
for increased sales and promo- 
tion at the retail level. 


Roofing 


Roofing materials of all 
types will not be critical next 
year. Materials used in their 
fabrication are not expected to 
be in short supply. 

At present the industry is 
operating from 60 to 90 days 
behind orders, so a substantial 
volume will be carried over into 
the new year. 

While the cutback in new 
construction is expected to hit 
the hardest in metropolitan 
areas, no such drop is antici- 
pated in smaller communities 
and rural districts. 

So far, the government has 
not been buying a large per- 
centage of production; nor is it 
expected to do so unless the 
defense situation changes rad- 
ically. Therefore, the outlook 
for 1951 is that production and 
sales will be 10% to 15% less 
than in 1950. 

Increases in raw materials 
have been assimilated by the 
manufacturer in recent months. 
This, and an expected increase 
in labor costs, may cause a 
slight to moderate increase in 
prices. 


Wallboards 


In this broad group are in- 
cluded sheet products of all 
types, insulating boards, 
sheathing, lath, decorative pan- 
els, hardboards, gypsum board, 
etc. They may be discussed to- 
gether, because from a market 
— the outlook is simi- 
ar. 

This industry has been oper- 
ating at capacity for many 
months. It is now considerably 
behind on orders. A mild win- 
ter will delay the time when 
orders and shipments are more 
parallel, but the carry-over is 
expected to run well into 1951. 

The industry is geared for 
tremendous production. It 
seems likely that there will be 
sufficient supply to take care 
of the housing, improvement, 
modernization, etc. market in 
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Plastie Wall Tile 


backs up your Sales with product 
features that build confidence! 


Tile-Rite’s heavy beveled edges, 
beautiful colors and perfect 
quality are sure-fire sales starters. 
The outside corners molded in 
all field tile and trim colors add 
to your customers’ satisfaction. 


CS aiceMTehitticlailelal 


starts at this point... 


Tiny molded-in pins 

anchor Tile-Rite securely in 

the mastic. Perfectly true, precision molded, 
double-bevel edges square off all lines. 


Put these extra features to work for you! 
Easier, quicker installation saves labor 
costs. Simple accurate grouting improves 
oppecrance. Tile-Rite’s plus qualities 
insure greater customer satisfaction, bring 
more volume business! 


Investigate Tile-Rite’s proven power-packed 
merchandising program to boost your sales 
today. Send today for more information 


<< O84 Mung oS 


COMPANY 5109 Euclid Ave 


Cleveland 3, Ohio 





addition to government re- 
quirements. Production is not 
expected to be radically limited. 


Tools 


The tool industry has ex- 
perienced a substantial increase 
in volume during the past few 
years. Demand has been grow- 
ing rapidly for both power and 
hand tools; and the trend to- 
ward home workshops and “do- 
it-yourself” home repair and 
maintenance, presents a most 
favorable market outlook 
for manufacturers, wholesalers, 
and retail dealers. 

There are two production 
and supply problems facing the 
industry at this time. First, 
how much of the basic metals 
used in tool manufacture will 
be permitted for civilian con- 
sumption. Second, how much 
of the industry’s production 
will be siphoned into defense. 

Neither of these questions 
has been answered with any 
definiteness as yet. At the pres- 
ent time the industry is pro- 
ducing rather close to orders, 
although inventories are low. 
A sharp, rapid movement by 
the government to requisition 
large quantities of finished 
tools would immediately cast 
an unfavorable outlook on the 
civilian picture. 

As for availability of raw 
materials, manufacturers are 
not entirely sure how much will 
be allowed for civilian produc- 
tion. Aside from the general 
restrictions imposed to date, no 
additional clarification or defi- 
nition has been added. On this 
basis, it appears that tools gen- 
erally may be in short supply 
next year, although not critical. 
Moderate price increases may 
be expected. 


Paint 


The paint industry is already 
experiencing difficulty in ob- 
taining sufficient quantities of 
titanium, a raw material that 
has widespread usage in many 


industries. This, of course, is 
an important factor in deter- 
mining the production volume 
that will be available on the 
consumer market next year. To 
offset this, however, the pro- 
duction facilities to produce 
titanium have been greatly ex- 
panded. 

Cobalt is used in limited 
quantities in paint products. 
The situation with cobalt has 


been discussed earlier in this 
article under Appliances. So 
far, linseed and soy bean oils 
are in fair supply. Lead and 
zinc may be more critical later, 

Prices of materials have in- 
creased recently. This gives 
rise to the opinion that paint 
prices will be firm, perhaps in- 
crease in the near future. 

In view of a tremendous de- 
mand for paint and paint prod- 
ucts, it would appear that the 
supply will do well to keep 
pace with demand next year. 


Hardware 


The hardware industry is 
faced with the same problems 
as other fabricators of metal 
products. The situation is not 
clarified at this time as to what 
materials will be available for 
the manufacture of civilian 
goods, nor how much demand 
the government will place on 
the industry’s production. 

It seems that the government 
requirements will not be a high 
percentage of total production, 
so manufacturers must be per- 
mitted to supply their normal 
channels if they are to main- 
tain their full-scale operations. 

Shortages of some items are 
sure to appear next year. Mod- 
erate price increases are also in 
prospect, due to the substantial 
wage increases granted in the 
steel industry. 


Other Materials 


There are, of course, many 
hundreds of other materials 
used in construction, and not 
covered in the preceding gen- 
eral classifications. The posi- 
tion with these products closely 
parallels that given for the 
above, and it has been noted no 
doubt, that there is a close 
parallel with all of the classi- 
fications discussed. 

In conclusion, it appears that 
each industry has some prob- 
lem of procuring one or more 
of its basic raw materials, but 
no one anticipates that this will 
strangle production of civilian 
goods. The highest percentage 
of curtailment due to lack of 
basic products that any in- 
dustry mentions is 20%. 

It is generally believed that 
government requirements of 
building products will not 
amount to a high percentage 
of total production in any lum- 
ber and building product field. 
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iistimates range all the way 
from 15% to 25%. 

Prices are still on the strong 
ide. Unless controls are im- 
nosed immediately, including 
‘hose on wages, there are likely 
to be slight to moderate in- 
creases of most products. 

Restrictions on buying as yet 
do not threaten to stifle the 
lumber and material market. 
The cutback in construction 
that is inevitable next year, can 
in part be offset by the develop- 
ment of the improvement and 
repair market, and by sales in 
small and rural areas where 
credit standards have consis- 
tently remained at high levels. 


In many lines the situation . 


may require increased sales ef- 
fort at the retail level. If sell- 
ing homes and improvements 
means seeking out those per- 
sons with sufficient cash to meet 
credit requirements, then the 
home or improvements must be 
sold in competition with other 
industries that are operating 
under similar credit regula- 
tions. It’s a case of competing 
with the furniture, automobile, 
and other consumer industries 
for the customers’ dollar. 


There is a definite note of 
caution sounded by all people 
in business today. Predictions 
are qualified, and wisely so, by 
the words, “anything short of 
total war.” It must be under- 
stood that in a partially mobi- 
lized economy, the highest pos- 
sible civilian production must 
be maintained. - 


Even under a deficit spend- 
ing program, as much revenue 
as possible must be derived 
from other than defense 
sources. 

It is obviously the current 
policy of the government, under 
a partially mobilized economy, 
to stimulate as much as pos- 
sible all non-defense industry. 
Therefore, inequities in pro- 
duction and supply that impose 
hardship upon any industry, 
are to be avoided if at all pos- 
sible. 

Many of the regulations as 
they now stand, or others that 
vill be imposed in the future, 
vill doubtlessly be reviewed 

nd modified if widespread 
ardship results. It is only in 
ases where a base material or 

finished product is absolutely 
ssential to the defense pro- 
ram that the controls will re- 
iain inflexible. 
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MAKE THE CLARK 


CLARK Attaclunenits ts escines 


IN ONE” 





ROTATING 
ROLL CLAMP 


Picks up a roll in either hori- 


zontal or vertical position and 
rotates it to the other 
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00 vu : e\ ¢ SHOVEL 

AG For easy pick-up and dumping 

7 of sand, cinders, gravel, coal, 

( aggregate and other bulk 
1] material 


CRANE 


For handling many large, un- 
wieldy items unsuitable for 
forks and pallets; usually used 
with a chain 


RAM ) 


Handles coiled material, 
spools, castings and many 
fabricated units with openings 
to admit the ram 


4——- ROTATING FORKS 


a w For handling and dumping 






































special containers filled with 
scrap, bulk material and 
similar loads 


CLAMP LIFT 


For hondling a tier of boxes 
or cases, by gripping the bot- 
tom unit firmly between clamp- 
ing arms 


BARTEL DEVICE 


For handling paper rolis—a 
core pin, hydraulically actu- 
ated, enters the top of the 
roll, and holds roll securely 
against a curved clamp-plate 


4{— HI-LO-STACK 


Free lift of more than 5 feet 
without increasing overall 
height; more than average 
tiering height and low clear- 
ance height 
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CLARK Fork TRUCKS 


AND INDUSTRIAL TOWING TRACTORS 
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INDUSTRIAL TRUCK DIVISION « CLARK EQUIPMENT COMPANY - BATTLE CREEK 40, MICH. 
Please send the items checked... without obligation (] Condensed Catalog 1) Material Handling News 
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Cover Courtesy Western Pine Association 


NEW HOME CONSTRUCTION 


built next year. 


FARM HOMES AND BUILDINGS—The majority of the 
nation’s farm homes and buildings are yet to be rebuilt 
or remodeled according to modern design. 


In spite of existing regu 
lations, there will be a substantial volume of new homes 


+ » » Business for next year lies in 4 major markets 


MODERNIZATION AND IMPROVEMENT — The 


Courtesy Western Pine Association 


“dark 


horse” market in this industry, it offers a tremendous po 
tential if properly merchandised 


BURG DUNCAN 


R STRIPPINO 
“out DINC 


CASH-AND-CARRY BUSINESS—The “do-it-yourself” trade 
in every community can add an important dollar volume 


to any dealer’s business. 


Some of the Problems Ahead --How 


An analysis of the dealer picture reveals a profit-making potential for 
next year under defense economy. 


For many retail lumber and 
building products dealers. the 
new year holds many question 
marks. All agree that “normal” 
conditions, if the past few 
years may be called normal, 
will be supplanted by some- 
thing new. 

Some dealers feel that their 
business may not be greatly 
affected. Others believe that 
1951 will bring a drastic need 
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for an entirely different ap- 
proach to their lumber and 
building material merchandis- 
ing programs. Perhaps the ma- 
jority are undecided, and are 
waiting to see what happens. 
Oddly enough, the straws in 
the wind, upon which forecast- 
ers and planners attempt to 
base a sound foundation for 
their predictions, give certain 
credence to the conclusions of 


both the optimist and the pessi- 
mist. Let us take a clear look 
at these shadows, in view of 
their probable effect on the con- 
struction industry and the deal- 
ers who serve it. 

The one tangible fact, obvi- 
ous to everyone, is that our 
country is entering a period of 
intense national preparedness. 
Right now, most analysts be- 
lieve that this will not reach 
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. » » Dealers are improving methods in 4 major ways 





MECHANICAL HANDLING OF MATERIALS-—-Dealers 
have found that one of the several available systems ol 
mechanically moving and storing lumber and materials 
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EFFICIENT COST AND INVENTORY CONTROLS — Im- 
proved 6ffice methods and record systems are effective in 
keeping every phase of operations at your finger-tips; pre- 


can save them money in this department of their business 





LUMBER AND BUILDING PRODUCTS STORES—A high 
percentage of dealers have already installed suitable store the regional 30-day 
areas in which to demonstrate and sell their products to 


consumers 


Dealers Are Solving Them 


total war proportions, at least 
in the foreseeable future. But 
many do see an indefinite pe- 
riod ahead during which the 
economy is adapted to heavy 
government expenditures for 
military and defense purposes, 
and at least partial contro] over 
t distribution and marketing 
0! all industrial production. 
“he country is solidly behind 
t need for such a program. 
Individuals and corporations 
ake are willing to adjust their 
activities and operations ac- 
cordingly, even though they see 
the dangers if the program is 
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not wisely planned and admin- 
istered. 


No Government 
Commitments Y et 


Until now the government 
has not given any definite indi- 
cation to the construction in- 
dustry or to the producers of 
the products and materials as 
to how much of its product will 
be required for the defense pro- 
gram. It is estimated by ex- 
perts in the industry that 
government requirements may 
be 10% of total production in 
1951. No one can say with any 


vent any item of excessive cost to go unnoticed. 





EMPLOYE TRAINING—Dealers are taking advantage of 


short courses, manufacturers’ sales 


training aids, etc. to provide their employes with a thor- 
ough knowledge 


their products. 


real authority that this esti- 
mate is either high or low. This 
fact gives rise to much of the 
confusion that exists in the in- 
dustry at the present time. If 
the government would give 
some indication of its require- 
ments, the problem of mapping 
out an operating program 
would be greatly simplified. 
In addition, several of the 
first regulations have been 
aimed directly at our industry. 
Credit restrictions on new hous- 
ing threaten to reduce the 
available market in 1951 from 
the whopping total of 1,350,000 
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units to 800,000, maybe more. 
The ban on construction of «all 
structures used for amusement 
or entertainment will eliminate 
that segment of the construc- 
tion market. Regulation W, 
controlling the terms of short 
term payment contracts, will 
have a more indirect effect on 
consumer sales made by retail 
lumber and building products 
dealers. 

From this, the conclusion 
seems to be that unless the gov- 
ernment steps in and takes a 
higher percentage of produc- 
tion than 10%, many building 
materials will be in over supply 
if maintained at the 1950 pro- 
duction rate. Others, using cer- 
tain base materials critical to 
the defense effort, may be in 
short supply. This situation 
could easily result in an uneven 
supply of materials—plenty of 
some, not enough of others. 











Inflationary Pressures 


The staggering national in- 
come, now running at approxi- 
mately 275 billion dollars, is 
certain to continue during 1951. 
Higher taxes, plus the existing 
and proposed restrictions, will 
only partially retard the veloc- 
ity of spending. Thus, to the 
above - mentioned conditions 
that affect production and dis- 
tribution, are added these in- 
flationary pressures. Without 
complete control of an economy 
running headlong in an upward 
spiral, the inflationary tempo 
increases and increases to the 
point of disaster. 

Rigid controls of prices, 
wages, and credits seem to be 
inevitable before very long. 
More and more products, ma- 
terials, and services will come 
under strict control. Paradox- 
ically, in spite of all this, every 
effort will be made to maintain 
as high a non-defense economy 
as possible, in order to main- 
tain the tax revenue from this 
source as high as possible. 


Increased Taxes a Certainty 


Another certainty in the pic- 
ture is higher individual and 
corporate taxes. Just what 
form these will take is not 
known at this time. There is a 
possibility that the excess prof- 
its .tax will be replaced by a 
more realistic schedule, but in 
any case, returns on net income 
will be considerably larger than 
they have been. The same is 
true on individual returns. 














re E It has also been proposed 
all that the excise taxes be broad- 
ent med to include all products ex- 
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sa ll maintain a profitable business 
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ing & conditions? / 
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to & regulations as they now stand. 
in & The bulk of the new homes 
kom built next year will probably 
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on § the new credit restrictions of rd VEN 4 
~e less import in these areas. FSS 
et 3 New farm home and _ out- Easy to display... . 
ae . a buildings should also afford a % adjust handle to vertical 
vill strong market next year. Agri- A | onfloor. Easy fo sand... 
loc. cultural ecnomists say that the mit tinh: t= 
the i first phase of farm moderniza- oe tall or short | Easy to transport... 
the | _tion—mechanization—is practi- with handle, decached, 
dis. cally accomplished on the na- a car. 
a | — tion’s farms. According to these —_ 
out Fy eS a a ae You can build a substantial EXTRA PROFIT ne 
my FF buildings. BUSINESS for your store—by renting American Floor 
ard ‘ 7 Machines to your customers! Hundreds of dealers are doing 
npo § Good Rural Market r Ahis and making steady monthly income—you can do it too! 
the 4 : This offers the rural dealer Start right with American Quality Machines! For example 
ces. O a jG “eo pe ie a few of — ee how a re = to = the 
oo , merican Rental Sander to make old floors like new— 
a —, pekinese pon Bos and rental dollars start rolling in! Also, you get 
ma- § have complete working plans plus sales of seals, paints, abrasives, etc. This Sander 
yme for all types of modern farm —like all American Machines—is built to ‘‘take it” 
10x- buildings, and in several, have ...it will give you the utmost profit-hours with 
ery joined forces. with the lumber extremely low maintenance expense. It’s a year 
tain and building material dealer to *round money-maker for you! Sénd for profit-plan details. 
ymy promote their construction. ; er 
ain- — The farm home is another ses gay 
this | source of business. Rural ee 
| electrification, i together with use. 
| specific merchandising cam- 
/ paigns directed to the farm FLOOR MACHINES...PORTABLE TOOLS 
pic- & family by manufacturers of all po ee poe eS ee ee 
and § types of products, have created Edgers ._. disc type 1 The American Floor Surfacin Machine Co. 
hat FF the demand for modern, con- up to edges of floors, 1 ph embehean ipeiantierbechaatinbie 
not — venient, comfortable homes on scpies,, HOSOte, 513" & 1 how to make money in the floor sander rental 
A ‘ ” 1 ° 
ts oe new construc- re apc: lg rage , 0 ee 
y a tion and major improvement ishing, disc sanding, D Floor Sanders [] Floor Edgers [ Main- 
j : steel wooling an tenance Machine 
tin § peng gee 4 been geet scrubbing floors. Brush ae 
ome this field, bu ere are sti =. ’ 











han many thousands of farm homes | Street. 
eis § to be built or modernized. | SEND COUPON TODAY City State 
Not to be overlooked is the 0 ek iw i emo eos all 


nN & SUILDING Propucts MERCHANDISER él 














Consistently 


LOW 
_ PRICES 


Warehouse or 
Carload Shipments 


; 
¥ 


\N 


Dependable shipments of 
high quality birch ply- 
wood — birch veneer — 
birch lumber — birch 
doors. 


BIRCH 
PLYWOOD 


\ aa _— | ~~ . &s 


WN 
NN 


STOCK 
PANELS 
ome, V 
~ £ -& Grades A-A, A-1, A-2, 
° B m A-3, 1-1, 1-2, 1-3, 2-2, 
Xx 2 2-3, 3-3. All thick- 
y c nesses: 1" to 3,". 


Complete stock sizes 
or your sizes upon 
request. 


BIRCH 
DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, 
in 1/3 and 3/16” thicknesses. 
All panels are 3-ply construc- 
tion. 


QQ 


MAGGI 


WY 


Phenolic, Urea. Melomine and 
10 Cycle Glue. All hot press 
glues. on door panels and 
stock panels. All birch ply- 
wood meets standard CS 35-47 
Bureau of Standards specifica- 
tions. 


WN 


N 
SN NN 


BIRCH VENEER 


Rotary and Sliced Cut. Stand- 
ard Thicknesses. Faces, Backs, 
Cross Banding & No. 1 Sheet 
Stock. 


Specify your Requirements. 


EPENDABLE 
LIVERIES 


u R. BRAUND 
_. 


BIRMINGHAM, MICH. 


Telephone — Midwest 4-3450-53 
TWX Birmingham 500 
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home improvement market. Ac- 
cording to some leaders in our 
industry, this great market 
may be enough to offset the 
expected decrease in new home 
construction next year. More 
than that. It is growing and 
expanding at a rapid rate. 

Two particulars of this mar- 
ket are important to the deal- 
er: First, a large percentage 
of it exists in comparatively 
new homes; those built with 
expansible features, or incom- 
plete, during the past few 
years. Second, a high percent- 
age of improvement work now 
being done is by the home own- 
er himself. 

This means that a great di- 
versified market is open in the 
consumer field, in competition 
with the other consumer indus- 
tries, and requiring similar 
merchandising techniques to 
get the business. 


Dealer Operating Costs Up 


Most dealers find themselves 
today with operating costs far 
greater than they were 10 years 
ago. In fact, many have re- 
ported that even with tremen- 
dous increases in dollar volume, 
their margin of profit is less 
than it was prior to World War 
II. Most of the operating costs 
are unreducible. The dealer 
must maintain a high dollar 
volume of business to make a 
profit. 

The problem, therefore, in- 
volves two phases of operation. 


‘First, dollar volume must be 


maintained in a market that 
must be sought—and sold. This 
involves a more concerted pro- 
gram of selling, whether it be 
to contractor, tradesman, farm- 
er, or consumer. 


Improvement of Store 
and Yard 


During the past 60 days 
there has been a decided in- 
crease in the number of dealers 
writing to the office of Ameri- 
can Lumberman requesting 
help on store and yard arrange- 
ment. The diversification and 
extent of this interest indicates 
that it is a topic of major im- 
portance to many dealers to- 
day. 

Obviously, these dealers have 
two points in mind. One is to 
replan their yard for greater 
efficiency in storage and han- 
dling of materials—an impor- 
tant item in overhead. The 





other is to adapt their offices 
to include a sales area to use 
in promoting the consumer 
market. 

It is also quite obvious that 
dealers generally are not look- 
ing at the future with too great 
apnrehension. They seem con- 
fident that they will be able to 
get a satisfactory volume of 
business. But they do recog- 
nize that the year or years 
ahead will require increased 
sales effort, particularly in the 
direction of the home owner; 
and they are also aware of the 
necessity to trim every bit of 
fat possible from their operat- 
ing costs. 


Mechanical Handling 


There are several ways that 
this latter point can be accom- 
plished. Most yards can be par- 
tially or totally mechanized, 
with substantial reductions in 
handling costs. This may be 
particularly important if a se- 
vere manpower shortage de- 
velops. 

A modernization of cost, in- 
ventory, and bookkeeping 
methods can also result in 
savings in the office. Planning 
and routing deliveries have 
proved money savers in this 
department of a dealer’s opera- 
tion. All of these efficiencies are 
being adopted by more and 
more dealers every day. 


Outlook Is Optimistic 


All in all, the straws in the 
wind seem to add weight to the 
optimistic outlook. There will 
be a large market for lumber 
and materials next year; a sub- 
stantial number of new homes, 
farm buildings, farm homes. In 
addition, there wil! be a vast, 
unexploited modernization and 
improvement. 

As for materials, most of 
them will be in adequate sup- 
ply. There are no indications 
that any one, or group, will be 
so drastically cut as to imperil 
any type of construction. 

The dealer, having analyzed 
the conditions, has come up 
with the same corrective meas- 
ures—more concentration on 
selling the available market, 
plus a critical eye on all phases 
of his business, in order that 
it will function more efficiently 
and economically than ever. 
The combination will surely 
spell profits for 1951, and the 
years to follow. 
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Where are the nails. 


In this unretouched 
photograph of Smoothgrain 
Asbestos Siding Shingles, there are 
18 exposed nail heads and 8 vertical 
joints. Can you find them? They’re 
practically invisible! —thanks to a 
new process developed by Johns- 
Manville for “graining” and 
color-blending Smooth- 
grain Asbestos Siding. 


$4 del 


Where ave the joints 7 


Beautiful S700 thor a/7 
wk §=Asbestos Siding Shingles 


~ 


Easier to cut...cleaner edges ... less waste! 


Faster, better installation is a plus advantage you get 
with Johns-Manville Smoothgrain Asbestos Siding. 


That’s because the surface of this newly-improved 
siding is smooth, not grooved. With the cutter always 
working against a smooth surface, the cut edges are 
clean and sharp. There’s no chipping to cause spoilage 
or mar appearance. Also, the siding is stronger because 
it has the same cross section throughout. 


It resists soiling better, too, because it has no grooves, 
no raised texture to catch the dirt. The “grain” is not 
produced by any grooving of the shingle; it is built-in 
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The “grain” is so striking in appearance... 
and the color-blended texture so harmonious 
throughout the entire job . . . that the nail 
heads and vertical joints between shingles 
seem ‘to disappear. 


by means of ceramic granules, deeply embedded into a 
sparkling white background. The striking appearance 
is always the same from any angle you look! 


Smoothgrain Asbestos Siding comes in an outstanding 
variety of beautiful Permatone colors, including Heather 
Green, Autumn Brown, the warmly rich and practical 
Weathered Gray, and the ever-popular Silver Gray which 
goes well with any color scheme. For full-color brochure, 
write Johns-Manville, Box 290, N. Y. 16, N. Y. 


JOHNS-MANVILLE 


on §i¥; 
Johns-Manville JM 
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Courtesy Western Pine Association 
DEVELOPMENT of huge, modern trucks is perhaps the 
single most important factor in growth of present-day, 
efficient logging. 


‘Courtesy Western Pine Association 
ONE OF EARLIEST industry efforts at moving heavy 
loads was with oxen. Management has constantly studied 
improved methods. 


Courtesy Western Pine Association 


FOR MANY YEARS the men who handled the saws were 


the aristocrats of the woods. 


Courtesy Western Pine 
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ssociation 





NOW POWER EQUIPMENT has taken over to increase 


production and save backs. 


Lumber Industry is Modern Mechanical Giant 


Present-day Paul Bunyans use trucks, tractors, engineering and re- 
search to produce vast amounts of high quality lumber. Brain power has gener- 
ally given way to brawn power, while utilization and tree farms guarantee a per- 
petual supply of good timber. 


While vast, and _ perhaps 
more spectacularly dramatic, 
things have happened in many 
basic industries in the past few 
decades, the lumber industry 
also has experienced many im- 
portant and fascinating 
changes. These changes have 
resulted in more kinds of lum- 
ber products, better lumber 
products, and enough products 
to meet the nation’s needs ex- 
cept at an occasional point of 
peak demand. 

Like so many other indus- 
tries, lumbering has been pro- 
foundly affected by the truck 
and the diesel engine. These 
two pieces of equipment have 
made possible many of the 
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changes that have meant more 
and better lumber products. 

Up until the start of the 
present century, production of 
lumber had changed little. Pre- 
vious to that period, the spread- 
ing of railroads had made pos- 
sible the harvesting of timber 
products at greater distances 
from markets, but mass pro- 
duction methods of lumbering 
had hardly begun. 

At that, the industry had be- 
gun to adopt rail transporta- 
tion on a. wide scale. There 
were also constant experiments 
to devise better means to move 
timber out of the woods to the 
mills. At the mills themselves, 
industry leaders were begin- 


ning to adopt endless chain, 
production line handling of 
materials which was later to 
be applied to the manufacture 
of autos with astounding suc- 
cess. 

It can be said that improved 
production techniques did not 
come faster to the lumber in- 
dustry because they were not 
required to supply the market. 
Also, at prevailing prices and 
wages, they were not economi- 
cally feasible. But after the 
turn. of the century, when 
America’s industrial strength 
begin to grow by giant propor- 
tions, the lumber industry re- 
sponded with modern tech- 
niques and machines that al- 
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LATEST PRODUCTION METHODS can be applied to 
smail manufacturing units. Carriers and lift trucks cut 


costs at this small Southern plant. 
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Courtesy Weyerhaeuser Timber Co. 


LARGEST PINE MILL makes use of every modern lumber 
manufacturing device to attain efficient production from 


woods to shipping dock. 





Courtesy Western Pine Association 
HORSES AND YARD STORAGE played big part in mill 
operations up until two or three decades ago. 


lowed a parallel growth. 

Up through the 1920’s, man- 
agement played a big part in 
lumber production by making 
continually better use of the 
techniques of lumbering and 
logging that were available. 

The use of railroads, flumes, 
chutes, power methods such as 
steam donkey engines for skid- 
ding, and more skillful employ- 
ment and direction of the lum- 
berjacks succeeded in moving 
untold volumes of timber out of 
the woods and to the mills. 

Many lumber companies had 
large investments in railroads, 
camps, equipment, river im- 
provements such as dams for 
the annual spring drive of logs, 
and even in roads which would 
before long be adapted to truck 
logging. 

During this period, the mills 
were undergoing the basic 
changes and improvements that 
underlie the efficient production 
units we know today. In look- 
ing back at what some chose 
tc call a backward era in the 
industry, it is easy to forget 
that without the basic pattern 
that was set by the industry in 
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the first quarter of the cen- 
tury, much of the present utili- 
zation of wood and present day 
manufacturing methods would 
not have developed as_ they 
have. 

The truck as a basic tool of 
the lumber industry began its 
rise to supreme importance 
along toward the end of the 
1920’s. 


Several developments made: 


this possible. First, the truck 
industry had advanced to the 
point of producing trucks that 
could be adopted to hauling 
heavy loads over poor roads 
and often torturous grades. 
Second, the economic situation 
made it necessary, or at least 
desirable, to 1) get logs out of 
the woods to the mill as soon 
as possible to prevent deteri- 
oration to lower grades, 2) to 
handle logs more carefully to 
prevent loss, and 3) to reduce 
inventory tied up in logs. 
Once the concept of truck log- 
ging began it spread rapidly. 
It not only accomplished the 
above savings. It also made pos- 
sible the logging of timber that 
had previously been beyond 


TODAY POWER EQUIPMENT has cut labor costs and 
provided fast handling of lumber in storage. 


reach of economic operation. 

About this same, the crawler 
type diesel tractor was also 
adopted by the logger. This 
machine —now so universally 
known—was recognized early 
by the lumber industry as an 
important cost saver. It was 
put to work building roads and 
skidding logs, as well as a va- 
riety of odd jobs, all at big 
savings in costs. 

The cheap roads made pos- 
sible by the crawler tractor 
opened vast new tracts of tim- 
ber to economical logging pro- 
duction. 

All these things have, per- 
haps, been too little publicized 
by the lumber industry. They 
have many dramatic qualities, 
and they have made economi- 
cally possible the utilization 
programs, the tree farms, and 
the development of new lumber 
products and uses. 

In the past two decades, in- 
numerable’ refinements have 
been added to both the woods 
and the mill end of the lumber 
business. 

In the woods, trucks have 
grown steadily bigger and trail- 
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WIDE WIDTHS GLUED up from many narrow pieces is 
just one of innumerable innovations mills have devised for 


better lumber utilization. 


SELECTIVE CUTTING, here illustrated in the deep South, 
has been part of national industry program to supply 


perpetual supply of lumber. 


ers have been improved for bet- 
ter operation. Chain saws have 
caused a major revolution the 
cutting down of trees and the 
bucking of logs. 

Modern logging methods, 
spearheaded by the use of 
trucks, have resulted in two 
types of lumber companies hav- 
ing a rapid growth. Some com- 
panies have grown larger, into 
integrated production units, 
while it has also been possible 
for smaller companies to spe- 
cialize in dimension produc- 
tion, usually marketing 
through concentration yards 
or other special sales means. 

At the mill level, mechanized 
handling of lumber improved 
steadily, with many improve- 
ments in details of endless 
chains, roller systems and so 
forth. Lumber handled into and 
out of storage progressed 
through the stages of horse 
drawn wagons, rail systems, 
and lately to the almost uni- 
versally adopted lumber car- 
riers and lift trucks. 

Dry kilns have long since 
passed the stage of being a 
trends. 
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PROGRESSIVE MANAGEMENT has also found many uses 
for lumber products that were formerly waste. Here for- 


mer waste product is graded to paneling. 


TREE FARM PROGRAM furthers the industry's progres- 
sive planning which means the nation will always have a 


ready supply of good lumber. 


novelty and in many cases are 
a downright necessity to mills 
to remain in operation. Dry 
kilns permit operation on far 
less capital investment and 
have accounted for much pro- 
duction that would not other- 
wise have been economical. Al- 
so, they permit throughout the 
industry a more orderly move- 
ment of quality controlled 
products to market. 

Steel strapping has frequent- 
ly meant that lumber can: be 
loaded in packages by crane or 
lift truck, cutting labor costs 
and loading time. There is 
much that may yet be done in 
co-ordinating this practice be- 
tween the mill and the local 
retailer. Frequently now the 
mill package tends to be too 
large for the lift equipment the 
small retailer might be able to 
afford to use. 

All these production im- 
provements, plus countless 
other ones that have contrib- 
uted to modern lumber manu- 
facturing practices, have made 
possible other broad industry 

Tree farms and _ perpetual 
cutting practices constitute the 


trend most widely publicized 
and best known to the public. 
Many smaller producers, plus 
most large companies, now 
have varying degrees of their 
production potential - guaran- 
teed by trees growing to ma- 


' turity on a regular time pat- 


tern. 

The acceptance of the re- 
sponsibility by the industry to 
provide for future lumber sup- 
plies has been told and retold. 
It has, perhaps, been too little 
explained that today’s tree 
farms are possible only because 
the industry has over many 
years made the many logging 
and manufacturing advance- 
ments previously discussed. 
These varied progressive, im- 
provements have paid the way 
for tree farms. 

At the same time, the lumber 
industry has been able to help 
pay for a vastly improved and 
changed way of life for its em- 
ployes and in the regions where 
it is dominant. Lumbering is no 
longer either a wandering pro- 
fession or a seasonal one in the 
sense it used to be. 
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Christmas Greetings 


J. — All of us at Wendling-Nathan extend our best wishes to our customers 
+ 1 i . 
SHINGLES | everywhere for a most joyous holiday season 

= For over 35 years we have remained firm in our policy of maintaining 
highest standards of service to the dealer by supplying only highest 


quality, dependable lumber products. 


If you're a retailer who wants to spend a minimum amount of your time 
buying—and a maximum amount of your time selling and serving your 
customers—Wendling-Nathan is the organization for you to contact 
in 1951. 


Wendling-Nathan Company 


Main Office — 546 Market St., San Francisco, Calif. 


707 Pittock Block 45 Quince St. 5225 Wilshire Blvd. 
Portland, Oregon Medford, Oregon Los Angeles, Calif. 
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We pause in usual practise here. 
To greet with you another year = 


THE 


ATLANTIC LUMBER 
COMPANY: 


And send upon this winter scene” ge 
The Christmas Greetings of our team,” 
For friends like you and all they mean 


Make Yuletide _ more — = 


rinpDING Propucts MERCHANDISER 
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— Courtesy Weyerhaeuser Timber Co. 
INDUSTRY RESEARCH and development has opened up the field of commercial NEW GLUES make wide ones from 
sales to dealers through the sale of trusses. small ones. 


New Products and Product Uses Are Many and Varied 


Many new ways to use lumber reflects progressiveness of modern 
lumber industry. Lumber is no longer “just plain boards.”’ Research has adopted 
it to present-day industry and living. The dealer has merchandized its new uses to 
the public. 


New lumber products and new markets, 2) to improve living, and 3) to utilize the max- 
uses have been developed with products in line with the com- imum possible part of the raw 
three things in mind: 1) to find petitive demands of our way of product taken from the woods. 


PRECISION MANUFACTURING and dealer planning INDUSTRY DEVELOPED, laminated framing members 
have made possible modern, efficient scheduling and use have given rural dealer a new approach to sell farm trade 
of lumber products. creatively. 
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to modern housing needs. 





Nearly all these new prod- 
ucts, uses and adaptations 
have been of importance to the 
retailer as he strived to make 
n his business more profitable and 
: ™ stable. And by like token, the 


oq retailer has striven mightily for 
the benefit of the whole lum- 
{tO (ber industry as he introduced 


™ these new products to the con- 
/ sumers of building materials. 

»™ As will be pointed out in the 
following story, the retailer has 







1X- ; taken giant strides as a pro- 
AW gressive merchandiser at the 
ds. same time the lumber manu- 






















pers FOREST PRODUCTS LABORATORY, 
‘ade at Ma ‘ison, Wise. 

- 

YO 


PANELING from a former waste material, wood beams, 
and wood ceiling material shows how lumber is adopted 


‘G Propucts MERCHANDISER 


GLAMORIZATION OF PRODUCTS is understood and 
used by manufacturer and dealer alike in selling the 





consumer a more livable; more attractive home. 


facturer has been improving 
and adding to the basic prod- 
_ the lumber industry has to 
sell. 

The following is partial re- 
sume of the product improve- 
ments the lumber industry has 
made. 

Paneling is an extremely old 
form of wood use; but it is 
only in recent years that it has 
been made available in a form 
even the most modest home 
owner could enjoy. 

Knotty pine was the first prod- 
uct introduced into the general 





SLIDING DOORS and modern panel- 
ing: but two of innumerable modern 


developments in the use of wood. 


market, and over the past two 
or three decades has gained 
widespread acceptance in all 
classes of housing and public 
buildings. 

Lately, various other panels 
have been introduced to the 
market. White pocket panel- 
ing, which is just coming into 
its own, is an example of a 
product that serves a dual pur- 
pose. It makes use of an other- 
wise waste wood, and it puts 
on the market a beautiful finish 
board at a reasonable price. 

Engineered wood designs and 


Courtesy West Coast Lbrmens Assn. 
NEW BEAUTY IN WOOD has been 
realized in recent years through glued 
arches for a variety of uses. 
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COMMERCIAL TRUSSES and tied rafters are often intro- 
duced by the dealer in his own shed. From his example, 


sales spread. 


joints present many examples 
of how the industry has made 
wood more usable, while open- 
ing up new markets for the 
dealer. Teco connectors, joists 
hangers, and a design approach 
to the strength requirements of 
wood joints, all accomplished 
by Timber Engineering Com- 
pany, subsidiary of NLMA, led 
to innumerable new kinds of 
dealer sales. 

The light weight, economical 
trusses made possible by engi- 
neered joints have opened up 
every type of commercial build- 
ing to the dealer’s sales effort. 

In the farm field, glued, lam- 
inated framing members have 
given the rural dealer a sales 
tool that has real | selling 
punch. Throughout much of 
rural America, modern round 
roofed barns and machine 
sheds are vivid proof that the 


Courtesy Weyerha 
PRESTO-LOGS are an example of how manufacturers cre- 


ate new products for dealers to sell. 
wastes are salvaged to create products of high value. 
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Often times wood 





Courtesy Calif. Redwood Assn, § 


MODERN ADAPTATIONS OF LUMBER and lumber 
products have opened new sales fields for the dealer, 


Commercial structures as well as modern, one-story schools 
account for many lumber sales. 


lumber dealer knows a good 
thing when he sees it, and that 
he knows how to move products 
in vast volume from the man- 
ufacturer’s warehouse to the 
farm. 

Glued arches have also been 
successfully merchandised by 
the dealer in the church and 
commercial fields. 

Precision manufacture of 
lumber, as practiced in most 
mills today, has been merchan- 
dlised to the public by the deal- 
er. The value of kiln drying, 
double-end trimming, and ac- 
curate milling have all been in- 
grained in the local customer 
by the local representative of 
the lumber industry, the retail 
dealer. In fact, the dealer has 
occasionally had to double as 
public relations council when 
these same improvements were 
not available on the market. 


user Timber Co. 


cial uses. 


Plywood, a direct offshoot of 
the lumber industry, has now 
grown into industry status it 
self. 


The dealer, generally with 
the industry’s help, has devel- 
oped many ways to make lun.- 
ber more usable. Among these 
are the prefabricated farm 
building, the precutting of lum- 
ber for specific uses at job- 
sites, and the helping of con- 
sumers who do their own build- 
ing. 


Industry engineered housing 
ideas have been generally 
adopted and promoted by the 
dealer. 

As other products, such as} 
Presto-Logs, are developed 
and become available, the deal-' 
er has always shown the abil- | 
ity to fit them into his mer-| 
chandising program. 


Courtesy Weyerhaeuser Timber C? 


SOME BY-PRODUCTS are not generally sold throué! 
the lumber dealer—but do contribute to economical lumbe! 
production. Here Silvacel is being bundled for commer 
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fit with Hudee! 
HU DEE Ide 1 | 


SINK FRAME SYSTEM 


not 2440741 








EASY. TO 
INSTALL! 


EASY _ 


T 


TO ‘SELLE 





A GREAT ‘LEADER 
‘FOR SINK TOP AND 
SINK CABINET INSTALLATIONS 


Here’s real dollar and “sense” profit for you! 
While Hudee's features (100% Watertight— - 
100% Sanitary—Easy to Install) make it the 
finest sink rim in the world— . 
“Profit-wise"’ your advan- 
tages increase 4 ways: 
(PROFIT 1) Hudee, being the 
finest sink rim, is easier to _ 

sell—and you sell more frames. _ 

(PROFIT 2) Hudee makes 

a great leader for increased 

sales of sink top, sink cabinet, 

and complete kitchen installations. 

(PROFIT. 3) Because they are easy 
_ to install onthe job or in 

the shop — — : 

















no sabbating:- 
no scribing, to special 
' tools—you save on installa- 
tion costs. (PROFIT 4) Com- 
plaints, call: backs, and replace- 
ments are practically eliminated—satisfied 
customers mean more business. You can — 
Confidently Guarantee every installation with . 
Hudee. And they can be. used with any top 
covering material—linoleum,, rubber, or plastic. 
Hudee Frames are installed ‘after all top covering — 
has. been applied, | and the bow! «may be a 
removed at any time without damage to 

























the top covering. Make Hudee YOUR Sink 
Frame System-and profit *ALL-WAYS.” | 








DISTRIBUTORS IN ALL TRADING AREAS 
For complete details see Sweets Architectural File, No. 24a-20 
or write today to 


MANUFACTURERS AND DISTRIBUTORS 
225 WEST HUBBARD ST. CHICAGO 10, ILLINOIS 


Bury: xc Propucts MERCHANDISER 





486 SOUTH STREET * 












WHY DON’T YOU _ 
SELL GLASS 


No longer do you have to depend on 
one or two individuals in your organiza- 
tion to handle glass sales. 


Now any of your employees either man 
or woman can sell a customer a piece of 
glass cut to his exact requirement. All 
you need is a FLETCHER Automatic Glass 
Cutting Machine. 


THE FLETCHER GLASS CUTTING MACHINE 


@ SAVES SPACE @ 
@ SAVES BREAKAGE @ 
@ SAVES TEMPER @ 


The machine which uses standard FLETCHER 
Glass Cutters as pictured above will save valuable 
space in your glass department. It mounts verti- 
cally instead of being horizontal like the conven- 
tional glass cutting board. It can be mounted on 
your glass rack or wall. 


The glass rests on a metal straight edge and 
has a vernier adjustment to insure perfectly square 
cuts. Full length metal measuring scales are also 
adjustable. Pressure on the cutting wheel is easily 
controlled. All major moving parts are equipped 
with ball bearings for long trouble-free service. The 
machine has been approved by the City of New 
York Bureau of Weights and Measure for accuracy. 


Ask your jobber salesman about this machine 
. the machine that actually cuts the glass under 
controlled even pressure. If your jobber does not 


handle the FLETCHER, write us direct for com- 


plete information. 


THE FLETCHER-TERRY COMPANY 


FORESTVILLE, CONN. 
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LUMBER PRODUCTS get a top billing in this modern 
Many progressive 
dealers are merchandising lumber just like any other con- 


Davenport, Iowa building material store. 


sumer item. 


PRICED MARKED lumber 


ty 


“a go as ees i bes ms ;. 


SOME MARKETS FOR LUMBER were lost when other 
products were better merchandised. Now manufacturers [% 
and dealers are recapturing old markets, finding new ones, f 


through merchandising. 


means more sales 


Dealer Plays Big Part in Lumber Merchandising 


Local lumber merchant proves himself modern merchandiser of lum: 
He has introduced countless new lumber uses and products. 
consumer services also account for many lumber sales. 


ber products. 


Lumber has made far better 
progress down the road of mer- 
chandising than most lumber- 
men realize. Because progress 
in the creative selling of lumber 
and forest products has come 
gradually, it often goes unrec- 
ognized. 

“This knotty pine will give 
you a mighty pleasant dining 
room,” says Mr. Dealer to Mrs. 
Housewife. ‘Look here in my 
office to see how attractive it is 
installed.” 
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The retail dealer has made a 
creative sale. It is a sale made, 
in fact, to a consumer—even 
though a contractor does the ac- 
tual installation. It is a sale 
that takes a plain number two 
board and makes it so appealing 
it can be sold for a premium. 
Definitely creative selling. 

“Just let me get on the phone 
and see if we can get you treated 
lumber for that feed bunk,” says 
Mr. Dealer to Mr. Farmer. “It 
would be too bad to have the 


underpinnings rot out on a nice 
installation like that.” , 

The retail lumber dealer 3 
making a creative sale. 


and a better product. He is 


building customer . satisfaction} 


which means repeat sales for 

himself and the lumber indus- 

try. Again, creative selling. 
A business man homeward 


bound at the day’s end pulls u)§ 


in the spacious parking lot il 
front of the modern display 
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DEALERS HAVE PIONEERED in the packaged sale of 
building materials, making more markets and more sales 


for lumber products. 


DEALERS HELP CONTRACTORS by making lumber more 
Many yards are now equipped to do precutting 


useable. 
and in some cases rough assembling. 


store of the Town Lumber Com- 
pany. Inside the store, he says, 
“Mr. Dealer, I’ve decided to buy 
the hobby saw you sell.” 


“Mr. Hobbyist,” the dealer 
tells him, “I’m sure you won’t 
be disappointed. As I told you 
yesterday, we believe well de- 
signed tools mean more pleas- 
ure using them. We believe 
you ll truly enjoy working with 
our fine lumber when you use 
thi saw that’s built to do a good 
jol 

Creative selling is many 
things. When our dealer talks 
thi to the hobbyist, he is not 
sell:ng a piece of lumber, he is 
Sel: ng the appeal of lumber, and 
th appeal of working with 
Wo i. He is making a complex 
anc creative sale that appeals to 
the ‘esires of his customer. He 


2 
Bu: ornG Propucts MERCHANDISER 


the country. 


—* 


is selling the idea of lumber, not 
merely one or two boards. This, 
too, is creative selling. 

Joe Contractor skids his pick- 
up to a stop outside our lumber 
dealer’s store. “Mr. Dealer,” 
he groans, “I’m in a fix. That 
furnace piping is so blame big 
in Joe Dokes house we won’t 
have head room in the basement. 
I sure misfigured on it.” 


“Now, Joe,” says our dealer, 
“T’ve got you where I want you. 
I’ve been telling you about these 
here joists hangers. Now, may- 
be you’ve gotta use ’em and find 
out how good they are.” 


He takes a pencil and paper 
and shows Joe Contractor how 
industry designed joists hang- 
ers will save a foot of head 
space—and Joe’s skin in the bar- 
gain. 


PREFABRICATED BUILDINGS in the farm field has been 
promoted widely and profitably by the lumber throughout 


LOCAL LUMBER DEALERS have done their share to 
promote improvements in the design and use of lumber 
products. ‘ Trussed roofs for housing is an outstanding 
example. 


Pretty drab, every-day stuff, 
you say. But’s it’s creative sell- 
ing. It makes lumber more 
adaptable, makes 1t more usable 
in more places. And there are 
just a few examples among 
many where dealers carry 
knowledge of better lumber uses 
into the field. 

The merchandising of lum- 
ber—and other building mate- 
rials—is somewhat different 
from promoting high profit, fin- 
ished consumer goods. Success- 
ful promotion of new building 
products and new uses of old 
products depends on a truly edu- 
cational approach to the problem 
of selling. 


Education is a time consum- 
ing process. Consequently, the 
promotion of building materials 
appears slow when compared to 
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MODERN HANDLING EQUIPMENT is used by dealers for 
more economical material handling. The dealer carrier 
above delivers materials direct to customers over city 
streets. 


the promotion of, a new model 
car. And it is well thus. 

The local retail lumber dealer 
needs to know that a new prod- 
uct or new product use will fit 
the needs of his customers and 
give long term satisfaction. 
When vou hear a local lumber 
dealer say, “Yes, sir. This 
treated lumber is the thing to 
use in that damp space,” you are 
hearing practical experience 
based on long observation and 
study. 

It may take longer for a deal- 
er to sell his customers—and 
himself—on a product and its 
use—--but once accepted it is 
properly used and sold. 

While it’s true the lumber 
dealer may have been slower 
than necessary in adopting some 
modern selling methods, it is 
also true his genuine value and 
light is ofter hidden under a 
bushel basket. 

The expert auto salesman 
points out the floss and gloss 
and pickup, but rarely knows 
more than the buyer about what 
goes on under the hood. On the 
other hand, the lumber dealer is 
expected to know about appear- 
ances, as well as application, 
lasting qualities, adaptations to 
particular situations, use in con- 
junction with other products, 
and a dozen other particulars. 

The lumber dealer does not 
merely memorize a few phrases 
about the latest models, he must 
understand that model’s use and 
application. He must give his 


customers—and the manufac- 
turers—the benefit of his wide 
experience in building problems. 

Many a dealer can remember 
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rushing into insulation applica- 
tions which later caused wet 
walls and ceilings—often under 
conditions next to impossible to 
correct. This situation not only 
caused unpleasant customer re- 
lations; it also caused dealers to 
learn how insulation could and 
should be done to avoid conden- 
sation problems. Just another 
basic service among numerous 
others that the dealer has 
passed on to the contractor and 
the home buyer. 

It is thus that a dealer helps 
the flow of good building materi- 
als into the field in the form of 
sales. 2 
In recent years, the dealer has 


been instrumental in introduc- 


ing numerous new or improved 
lumber products. 

Included in the list are glued 
framing members, wider use of 
wood trusses, new or improved 
methods for making better wood 
joints, a number of new decora- 
tive boards, the idea and prac- 
tice of using the right grade 
for the right use, the introduc- 
tion of species formerly little 
used to supplement the supply 
of better known woods, end 
matching, exact sizes, wider use 
of treated lumber, prefinished 
products such as flooring, and 
many others. 

Besides this, the dealer has 
helped increase the use of lum- 
ber products through prefabri- 
cation and precutting in the 
vard. 

When it is considered that up 
until a few years, the dealer 
sold plain lumber, period, we 
can take a look at today’s pro- 
gressive dealer and merchandis- 
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POWER EQUIPMENT has been adapted with great in- 
genuity by the local lumber dealer. This load is about to 
be shifted to truck. 





er, busy making creative sales, 
and say he has done a fine 
job advancing the industry he 
serves. 

Material handling is another 
field where the dealer has done 
his share to help deliver lumber 
and lumber products to the ulti- 
mate user more efficiently. 

Whereas material handling at 
first was thought of in terms of 
large quantities in order to 
achieve practical savings, tech- 
nical and planning improve- 
ments are now making it pos- 
sible for the small dealer to 
handle small quantities cheaper 
and more efficiently. 

Mechanical improvements 
have been matched by the deal- 
er’s ingenuity in finding new 
uses for them. For example, 
many dealers have gained legal 
permission to use carriers on 
city streets to make quicker, 
more efficient deliveries. Many 
more, numerically, have learned 
to use the combination of strap- 
ping and palletizing, along with 
lift trucks, to make more effici- 
ent use of yard help and delivery 
equipment. 

In many yards, you find truck 
loads of lumber, including many 
sizes and types of materials, 
made up for future delivery. 
The yard help is thus best em- 
ployed, trucks are not tied up 
with prolonged loading periods, 
and,. best of all, customer rela- 
tions are maintained at a high 
point by correct, on time deliv- 
eries. 

Even such a brief resume 
shows the typical retail lumber 
merchant has made tremendous 
strides in the past few decades. 
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Famous BEEGEE Windows 


We have doubled the daily 
production of Bee Gee Win- 
dows. Through this increase 
in every department we are 
able to assure our dealers of 
5 to 10 day delivery on every 
Bee Gee Window type and 
size. 
MEET THE DEMAND 


Your customers will like the 
variety of types and sizes 
(more than 42) for every 
architectural demand. With 
Bee Gee Windows you can 
satisfy every taste and meet 
every budget. Don’t miss out 
on Bee Gee profits. Be ready 
to deliver famous Bee Gee 
Windows promptly. 


FAMOUS BEE GEE 
FEATURES 


Clean the OUTSIDE 
from the INSIDE. 


One complete factory pre- 
fitted unit, consisting of 
FRAME, pre-fit glazed 
SASH with GLASS bedded 
in putty, copper SCREEN 
and all HARDWARE ap- 
plied at the factory. 
CONTROLLED VENTI- 
LATION permits air to 
enter as desired from three 
directions. 

TO INSTALL—simply set 
the Bee Gee Window in 
the wall. 


Famous Bee Gee Windows are sold only through 
lumber dealers in the following states: Michigan, Ohio, 
Indiana, Kentucky, West Virginia, Pennsylvania, New York. 


GEY THE BEEGEE WINDOW PROFIT STORY 
‘or full details .. write today .. Dept. AL-2 


nan pSer  Areg 
BROWN-GRAVES Co. 


AKRON 1, OHIO 
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“Texoak Flooring is the fasting selling flooring 
we’ve ever handled in our four years of selling in 
the Denver area,” says Mr. Hurley. “Sales were so 
amazingly high that we decided to ask a few of 
our customers why they preferred Texoak over 
other brands of flooring. Our customers said: 

‘Texoak has eye appeal’ 

“It’s accurately machined’ 

‘Texoak quality is uniformly high’ 
‘Texoak LAYS straight, STAYS straight’ 

“Our yard gets prompt service from Texoak 

_ Flooring Company no matter what our flooring 
needs. Texoak folks know how to make beautiful, 
. lasting flooring that earns a premium price in our 


'?? 


locality! 


TEXOAK FLOORING 


Texoak tongued and grooved 
flooring sells because of its 
beauty, because it’s precision 
machined, because it lays 
straight, and stays straight. . 


TEXOAK STAIR TREADS 


Lasting, beautiful warp-proof 
Texoak stair treads and risers 
are of top quality Texas oak. 

_ Customers will like the rich 
texture of the wood. 


| TEXOAK THRESHOLDS 


Scientifically kiln dried and 
* machined to a beautiful fin- 
ish, Texoak thresholds are 
made under the same speci- 
_ fications as Texoak flooring. 


ce 




























says L. M. Hurley 
Hurley Lumber Company 
Denver, Colorado 





NEW FREE KIT 


TO LUMBER 
DEALERS ONLY 


Called the Texoak Flooring Sales 
Maker, this kit contains enough new 
ideas in flooring merchandising to 
\| DOUBLE your flooring sales — if you 
put the ideas to work. It’s a complete 
dealer advertising program custom- 
made to help you boost flooring 
profits. It’s absolutely free — to lumber dealers only. No 
obligation. Send for your Sales Maker Kit today! 





NAME 






® FLOORING COMPANY 


CROCKETT, TEXAS 


Rush me your new TEXOAK FLOORING SALES MAKER 
KIT of tested advertising ideas. | am a lumber dealer. 





ADDRESS. 





CITY. ZONE 











WOOD-PRESERVING PLANTS like this one process pres- 


sure-treated lumber. Lumber is put under 150 pounds 


pressure per square inch to assure deep penetration of 


WOLMANIZED 


PRESSURE TREATED 


LUMBER 


| GIVES LASTING PROTECTION 


AGAINST DECAY & TERMITES 





American Lumber & Treating Co 





Photos: Courtesy 


SHED SIGN at the Pensacola (Fla.) Builders’ Supply Co, 
identifies the yard as a local supply point for rot and 











preservatives into the wood fibers. 


HOUSING market takes 40% of retail 
demand for pressure-treated lumber. 
Salesman for Tolar Lumber Co., Dil- 
lon, S. C., appears in this on-site pic- 
ture with the home owner. 





termite-proof lumber. 





American Lumberman Photo 


DRAMATIC floor display at White 
Lumber Co., Davenport, Ia., attracts 
attention to treated lumber uses. 





DEALER sales aids are studied by 
men who run Jinks Lumber Co, 
Panama City, Fla. Frank Parker, vice 
president, seated; Leslie Jinks, secre 
tary-treasurer, left, and Tim Buchal- 
an, salesman. 


How to Merchandise Pressure-Treated Lumber 


The successful merchandisers 
of pressure-treated lumber are 
selling the product to specific 
markets where decay-resistant, 
termite-proof wood fills a defi- 
nite need in construction. 

Pressure-treated lumber has 
uses quite distinct from ordi- 
nary lumber. Consequently, it 
is easier for the dealer to sell 
pressure-treated lumber when 
its sales potential is considered 
in the light of its specialized 
uses. 

For example, a_ pressure- 
treated 4x6 becomes a hog 
house skid because it will not 
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rot. Pressure-treated 4x4’s are 
classed as house foundation 
sills or sawn fence posts, even 
clothes-line poles—again be- 
cause they are rot and termite 
proof. 

The same thinking about 
other dimensions of pressure- 
treated lumber helps the dealer 
sell each item to his customer 
who, in turn, secures a clearer 
knowledge of the product’s 
value. This clean-treated paint- 
able wood is supplied to retail 
yards through lumber mills and 
wholesalers. 

Complete merchandising and 


point-of-sale aids are available 
to the dealer. These include 
identifying job signs for “Wol- 
manized” treated lumber, sales 
plan, advertising mat service, 
direct mail pieces and sales lit 
erature. These specialized pro 
motions fit into the dealer's 
overall advertising program. 
Although the largest pel: 
centage of the wood-preserving 
industry’s annual output (three 
billion board feet) is used by 
railroads and utilities, an I 
creasing number of retail |um- 
ber yards in the past two yeals 
are merchandising this item. 
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BUILDERS Who Know 
Fine Flooring 


Prefer CHICKASAW 
Brand OAK FLOORING 


Unfinished and Pre-finished 
Strip — Plank — Block 





Chickasaw Brand Oak Floors are quick to lay, 
low in initial cost, easy to maintain. Because 
of long lasting beauty they appeal to prospec- 
tive home owners. 


Strip Flooring is in greatest demand. Plank 
Flooring is suitable for ranch type houses or 
other informal settings. Block Flooring is best 
suited for formal surroundings. It is distinctive. 


y Co & 
and & 


You can save time by ordering Chickasaw 
Pre-finished Flooring — finishing done at the Plank Floorin : 
factory — sanding, waxing and polishing done bio densiien — U. S. Pat. Office 


by experts. NATIONAL OAK FLOORING 
MANUFACTURERS' ASSOC. 


Ask about mixed cars of Chickasaw Flooring — Hardwood Lumber — Thresholds — 
Risers — Treads — Nosings. Kiln dried semi-finished Oak Dimension Lumber. Send us 
your specifications. 





1591 THOMAS ST. 
MEMPHIS, TENN. 


Everything You NEED in 


WEST COAST UPLAND HEMLOCK 
DOUGLAS FIR 





ora ud 


This is one of our big dry lumber sheds where 
we store our fine upper grades. Lumber doesn’t 
come any finer than Oregon-American offers 
you. Everything you need in West Coast Upland 
Hemlock and old-growth Douglas Fir is here— 
waiting your order. 

Tell us what you need. You are especially in- 
vited to try our high quality 


KILN DRIED 
WEST COAST UPLAND HEMLOCK 


We know Oregon-American lumber will please 
you. 300,000 feet daily 


REGON-AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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New Developments 
in Millwork 


Millwork industry keeps pace 
with modern construction by develop- 
ing new products—improved products 
— increased quality — and greater pro- 
duction efficiency. 


The past five years have been hectic ones for 
the millwork industry. Like other manufacturers 
in the building products field, they were called 
upon to supply an unprecedented volume of doors, 
windows, cabinets, mantles, etc., to a seemingly 
insatiable market. During much of the time they 
were plagued with problems of supply, transpor- 
tation, and expansion. 

In the face of these problems the industry has 
made some noteworthy contributions to better, 
more efficient housing. Through research, new 
manufacturing techniques, and a sound evaluation 
of modern requirements has come a “new look”’ to 
many of the old established millwork items, along 
with some new products that have been intro- 
duced and accepted by the construction industry. 


Unit Windows 


For example, the unit type window, consisting 
of a complete sash and frame assembly and man- 
ufactured as a package, has been widely accepted 
by the nation’s builders. Precision built, and easy 
to install, these unit reduce installation time by a 
substntial amounts. They also result in a more 
satisfactory finished job. 

When the picture window skyrocketed into pop- 
ularity, the industry produced a full line of them, 
including multi-unit assemblies consisting of 
double-hung, casement or projected windows 
flanking the large picture section. 


Treated Millwork 


The widespread practice of treating millwork 
to give protection against moisture and deteriora- 
tion has added quality and longer service life to 
these products. The parts are immersed in a 
chemical solution for some time, to permit pene- 
tration of the solution into the surfaces. 


Storage Cabinets 


The high percentage of new homes built during 
the past few years with minimum floor space, pre- 
sented a serious problem of providing adequate 
storage space. As a result, new built-ins have 
been designed and produced. Storage wall units 
with sliding doors, a wide range of stock kitchen 
and other cabinets, have been made available for 
this type of housing. Their popularity, however, 
has placed them in demand for remodeling and 
improvement jobs as well. 


Electronic Gluing 


As for manufacturing processes, the recently 
perfected electronic gluing process has made pos- 
sible better utilization of lumber. The joints thus 
welded together are actually stronger than the 
rest of the member, and are practically invisible. 
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STOCK CABINETS of all types have found enthusiastic 
consumer acceptance, both for new and old homes. 


UNIT-TYPE WINDOWS — complete, precision-built pack- 
ages—are comparatively new to the construction industry, 
but are firmly established because of their many ad- 
vantages. 
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THE DIPPING OF ALL SASH and outside door members 
has added quality and service life to these products. 


The same method is now being applied to the pro- 
duction of panel doors. 

The amazing new glues that make electronic 
gluing possible are also used in the construction 
of flush doors, plywood, ete. In each case, the 
joint is far stronger and more positive than ever 
before. 
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at the Unconditional Guarantee 
of Satisfaction 


a product warranty backed by more 
than four million installations and the 
world’s largest exclusive producer 
of cell-type flush doors. 








Is it any wonder that Paine Rezo is the door most 
specified, most demanded and most insisted upon 


by architects and contractors everywhere. See 
Sweet's File or write directly for data bulletin. 


ESTABLISHED 1853 
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Home Owners Voted... 


54% ror DRY 


WALL CONSTRUCTION 


What features do buyers like best? Mark C. Bane, builder and 
developer of Richmond, Va., decided to find out—before starting 
a new real estate development. He invited former purchasers of 
his houses to advise him on some twenty points. For wall con- 
struction 54% voted for dry wall construction over plaster walls. 


This is a new high figure, but it reflects a trend that is mounting 
higher every year — as home owners come to realize and then 
demand the sensible, sound advantages of Dry Wall Construction. 


For 32 years Homasote has been used for Dry Wall Con- 
struction—in millions of dollars of private homes. Since 1936 
its use has been supported by intensive research costing more 
than $500,000. 


Dry Wall Construction — with Homasote Big Sheets — offers 
many major advantages . . . The average wall is covered with a 
single sheet; batten strips and unsightly wall joints are eliminated. 
In a single material you provide lasting insulation value and great 
structural strength. 


Dry Wall Construction — with Homasote Big Sheets — means 
walls that are permanently crackproof, ideal for paper or paint, 
lending themselves to modern decorating effects, modern, mould- 
ings and trim. 


Let us send you performance data and illustrated literature on 


Homasote and allied products. 
SEEOUR 
CATALOG IN 
| aa) 


... in Big Sheets up to 8’ x 14’ 


Oldest and strongest 
insulating and building 
board on the market 


SEND FOR ILLUSTRATED LITERATURE 


HOMASOTE COMPANY - DEPT. 82, Trenton 3, New Jersey 
Send me literature as checked: 


Standard Homasote 
(Big Sheets) ¢ 3 


Striated Homasote 
(Tiles and Panels) c 3 
( 


The Nova Roller Door 


Wood-textured Homasote 
(Panels) 


The Nova-Shingle and 


the Nova-Speed 
) Shingling Clip 


Name. a “ = 
(Please print in pencil) 


Address 


City & Zone_ 





YOUR PROFIT-MAKING FORUM 


A name to remember 


* Over 70 years ago, a man sat in a church, listening 
to the minister read one of the great Psalms... “All 
thy garments smell of myrrh, aloes and cassia; out of 
ivory palaces, whereby they have made thee glad.” 
And that is how one of the largest-selling products in 
the world came to be named. For could anything bet- 
ter symbolize cleanness, whiteness and purity than 
“Ivory”? 

It is the deepest faith of this column that all busi- 
nesses and institutions rooted in the everyday prac- 
tice of religion grow and flourish and survive—even 
in times of adversity. Believing this, we are suggest- 
ing ways this month, by which you can build greater 
good will and extend your business through the prac- 
tice of religious values. 


. . . "good will toward men" 


Last year we pointed out that advertising emphasis 
has become so strong on grabbing and getting every- 
thing, instead of reverencing the real meaning of 
Christmas, that public reaction has become one of 
mounting ill will and outspoken disgust toward all 
merchants, individually guilty or not. 

We also stressed the fact that the lumber dealer 
who is willing to sacrifice his own self-interest to the 
things that are sacred and holy during the Christmas 
season, invariably receives much greater returns than 
the dealer who is just out to sell. If this is true in 
years of peace, it is even more true during times of 
war, danger and uncertainty. Now more than ever 
people need courage and reassurance .. . are looking 
for things to re-new their Faith. 

This December, a word of reassurance and rever- 
ence for spiritual things will do more than all the 
high-pressure copy in the world to win good will and 
community-wide respect for your company .. . to at- 
tract more people to your yard and personnel for 
months to come. While there is still time, write and 
ask your ad agency to prepare four or five ads that 
rekindle the real spirit of Christmas .. . bring hope 
to the hopeless . . . courage to the discouraged .. . 
comfort to those who are reaching out and trying 
to rediscover faith. 


. . . special plan 


Does this mean we should abandon merchandising 
copy during December? No—what it does mean is 
that we should make a special effort to run ads that 
help restore the real meaning of Christmas to our 
communities alternately with our regular copy. 

A good way to make room in your budget for these 
special good-will building ads, is to cut down a little 
on the size of your regular December ads. Remember, 
survey after survey of newspaper reading has proved 
that it isn’t the size of your ad that counts—it’s what 
goes into that space! 


By Norm Advertising, Inc. 
New York, N. Y. 
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. . « good promotion 


Most of us work very hard to get good will. This 
Christmas, let’s spread it—as far over our communi- 
ties as we can. Now is an excellent time to prepare 
letters for December mailing which express our ap- 
preciation to both new and fine old customers. Unex- 
pected warmth and appreciation are always valued, 
unexpected thanks and courtesy remembered for a 
long time to come. 

Does someone on your staff have a wonderful flair 
for writing letters that express real warmth, friend- 
ship and sincerity . . . fine letters that sound as if 
they were written to the individual, not just to a name 
on a list? A good example is this one, written to all 
customers who have built new homes within the past 
year: is 

“We know you must be having lots of fun planning all 
kinds of Christmas surprises and decorations . . . a tree 
where the lights glow through the windows .. . holly and 
gay ribbons over the mantelpiece . . . and perhaps a sprig 
of mistletoe carefully placed, too. 

“This is a little note to tell you that we hope your first 
Christmas in your new home will be especially Blessed ... 
with all the things that bring warmth and peace and happi- 
ness to your fireside. 

“With the kindest wishes for a Joyous and Merfy 


Christmas, 
Charles Abby and the Staff Members 
of the Abby Lumber Company” 


Note how much more personal and colorful and sin- 
cerely friendly this sounds than hackneyed letters that 
say, “We are truly grateful to all our customers for 
their patronage during the past year and hope to serve 
you with the same friendly service during the coming 
year. With best wishes for a Merry Christmas and 
Prosperous New Year.” 


. . . beautiful display idea 


December is one of the best months in the year to 
make the most of your millwork, glass mirrors and 
other ornamental materials for interior decoration. 
Much greater interest and attention can be focused on 
these products simply by dressing them up in your 
window and showroom displays with Christmas 
greens. 

Many beautiful, eye-catching effects can be achieved 
with handsome candlesticks and figurines . . . with 
sprays of bittersweet and swatches of mistletoe as 
well as the conventional holly and fragrant pine 
boughs for mantelpieces and mirrors. And _ lovely 
wreaths to set off doors. 

If you have plenty of window space, we suggest in- 
viting members of your local garden clubs to compete 
in decorating each doorway, cabinet, mantelpiece. This 
is a sure-fire way to attract even more interest to 
your displays, build store traffic and net more free 
publicity in your local newspapers. 

Another smart way to attract wider attention to 
these products and publicize your yard is to lend mill- 
work display pieces to your local department stores, 
florists and home furnishing stores as backgrounds 
for their special Christmas displays. In each instance, 
a display card should be put in the window crediting 
your lumber yard with the loan of such items. By 
pointing out what attractive displays can be built 
around such doorways, fireplaces and similar props, 
you can get many retailers to cooperate. 
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DARTFORD MOTOR COURT, 
Green Lake, Wisconsin. Archi- 
tects: Auler, Irion & Wertsch, 
Inc., Oshkosh, Wisconsin. 






brings all its beauty, character and endurance 
to large-scale housing projects, motels 


“A nif 
ney 


and residences, in 


@ Demand for the lower 
MFMA grades of Northern 
Hard Maple flooring is grow- 
ing fast. Second-and-Better, 
© Second, Third-and-Better, 
and Third Grades are being specified more 
and more for projects where cost counts. This 
very motel unit pictured above created most 


the economy 
grade 





© favorable comment and great interest when 
| pictured recently in architectural magazines. 
How about suggesting and recommending 


“Thrifty Third’’ grade Northern Hard Maple 
for housing and similar projects in your area? 
Check with your MFMA manufacturer, and 
get set to meet this demand that’s growing 
every month. And how about writing for 
some of those MFMA leaflets on the economy 
grades, to enclose with your mail? Write: 
MAPLE FLOORING MANUFACTURERS ASSOCIATION 
Suite 584 Pure Oil Building, 35 E. Wacker Drive 
CHICAGO 1, ILLINOIS 


noon with yAMHEAY war MAPLE 
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BUILDING SUPPLY DEALERS 


eeehere’s a good deal 
for you! 





ne 


STEVENS AND CONGRESS HOTELS 


CHICAGO 


= 





JANUARY 21-25 





Again, NAHB invites you to have a hand in the build- 
ing industry’s biggest event of the year. Over 160 top 
manufacturers will “pack” the Stevens and Congress 
Hotels with the most complete showing of building 
materials and equipment ever seen. See dramatic new 
products presentations ...compare values... tap this 
rich source of new merchandising ideas! 


WHAT’S AHEAD FOR '51? 
Get the facts “straight” from your manufacturers here. 
Sit in on history making convention sessions affecting 
your business. Hear the nation’s business and government 
leaders discuss problems vital to your plans. You'll like 
the entertainment, too. Have yourself a “royal” time! 
A full house— over 4,000 dealers— attended in 1950, 
and every one went home a winner. Don’t miss the 1951 
show —it’s NAHB’S best. “See” you in Chicago! 


REGISTER NOW! Use Coupon! Advance registration 
($15.00 for men, $10.00 for women) must be sent with 
hotel reservation request. Confirmation and registration 
certificate sent to you at once. Make checks payable to 
National Association of Home Builders. If registration 
MK) is for more than one person, please 

RR give, on separate sheet, names, ad- 
ts dresses, business classifications and 


National Association of Home Builders 
Convention & Exposition Headquarters 
111 W. Jackson Bivd., Chicago 4, Ill. 
Enclosed find my check for$.............. 

Please make hotel reservations for arrival! January................ 





CONSTRUCTION OUTLOOK 
FOR 1951 


(Continued from page 52) 


tary preparation, public con- 
struction, however, is likely to 
increase. Some fairly extensive 
repair and modernization work 
already is underway among 
military and naval _ installa- 
tions. No doubt atomic and 
guided missile projects will be 
increased. The possibility of 
expanding military installa- 
tions overseas cannot be over- 
looked. Although the problem 
of financing schools, highways 
and essential public buildings 
is becoming more acute, funds 
generally seem to be available 
this year for a continued high 
volume of these types of public 
construction. 


All in all, it appears there 
will be a substantial volume of 
construction to be started and 
completed in 1951 regardless 
of the turn of international 
events. The principal longer- 
run effect of restrictive con- 
trols very likely will be to cre- 
ate a new backlog of demand 
which eventually must be sat- 
isfied. While 1950, it is true, 
established new records 
throughout the building indus- 
try, in physical terms at least, 
even 1950 was not markedly 
greater than immediately pre- 
ceding years or the period of 
peak building in the 1920’s. Al- 
lowing for price increases, per 
capita expenditures for con- 
struction were about $110 last 
year compared with $103 in 
1926. Construction expendi- 
tures were 12% of all expendi- 
tures made in the United States 
last year, and 16% in 1926. In 
other words, the “catching up” 
period in construction does not 
appear to have been completed 
before the defense controls 
were invoked. 


Key Problems Facing Building 
Materials Suppliers and 
Contractors During 1951 


It goes without saying that 
we cannot foresee clearly all 
that will happen in construc- 
tion throughout 1951. We can, 
however, focus our attention on 
a number of key problems 
which promise to shape things 
to come. The _ international 
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situation and the scope and na- 
ture of controls will be most 
important. These can only be 
watched with all possible ad- 
vance planning as to the best 
policies to be adopted whenever 
possibilities become _ realities. 
In addition, there is a problem 
which may seem rather general 
but involves the frank recog- 
nition throughout the industry 
that lower over-all levels of 
business lie ahead. After a rec- 
ord boom, any downward move- 
ment comes as a shock. Typ- 
ically there are prolonged de- 
lays in planning operations to 
meet lower sales, and thus 
eventual adjustments are ag- 
gravated. Falling hcusing starts 
must inevitably mean reduced 
demand for certain building 
materials, although materials 
used in finishing houses ob- 
viously will hold up well for 
some time. Lack of plans at 
present, because of numerous 
uncertainties, means a lag in 
many types of new construction 
in coming months. A “normal” 
winter itself would cause a sea- 
sonal letdown for the next few 
months. There is no bottomless 
pit ahead, but some downhil! 
traveling looms. 

A closely allied problem is 
that of overcoming many cur- 
rent fears throughout’ the 
building industry, and particu- 
larly among dealers and in- 
dividual contractors. They have 
all read and listened to many 
dire stories in recent months 
and understandably are appre- 
hensive. As has been indicated, 
1951 will be a smaller building 
year than 1950; but, even with 
controls, extensive building 
should continue. 

Sharp swings from extreme 
optimism to deep pessimism 
have long characterized the 
building industry. This chronic 
problem could become acute 
this year if signs of declining 
business are widely interpreted 
as forerunners of disaster. The 
only effective means of mini- 
mizing such fear psychology 
can be widespread attention to 
the factors of strength remain- 
ing in building, plus continued 
public statements of the part 
to be placed in the defense ef- 
fort by construction as well as 
assurances that controls will be 
flexibly administered to allow 
as much building as possible 
in accord with government 
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military and economic objec. 
tives. 

Another problem confront. 
ing this industry is the need to 
manage production and inven. 
tories with great skill this year. 
As seen, the outlook varies con- 
siderably among different types 
of construction. This obviously 
means changing materia] re. 
quirements because of shifting 
end uses for individual prod. 
ucts. Suppliers must be alert 
to these changing demands, but 
at the same time recognize that 
hasty or unwarranted shut. 
downs of production lines may 
easily prompt new shortages 
and inflationary pressures ata 
later date. 


There is always a natural 
tendency to resist inventory 
building, certainly in the face 
of declining business. For many 
months building materials in- 
ventories have been almost non- 
existent. Looking immediately 
ahead, some inventory building 
of non-metallic items particv- 
larly may be possible and de- 
sirable merely to reestablish 
“service” inventories through- 
cut the industry for later new 
construction if the international 
situation eases—or repair and 
maintenance use if the war 
emergency intensifies. The pos- 
sibility of such accumulation 
may in itself come as a shock 
and bring about sharply re 
duced buying power. Since most 
building materials are quite 
bulky, it is clear that manufac- 
turers alone on the average 
cannot stockpile more than 3 
days’ production before cutting 
back production. 

In other words, availability 
of certain materials for spring 
and summer building this year 
and beyond is likely to depend 
upon a skillful handling of pro- 
duction and inventories 
throughout the industry. This 
will be particularly true dur- 
ing the months ahead when sea- 
sonal influences combined with 
the effects of existing controls 
may cause some slow-up in ma- 
terials demand. While the pre 
cise amount of building to be 
done this year is in doubt, there 
is certain to be a considerable 
volume of activity. © 


The coming year will demané 
great flexibility in thinking and 
operations in construction— 
aided by confidence and cal 
tion, but aggravated by either 
over-confidence or over-cautiol. 
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PACK RIVER SALES CO. 


Representing 


Pack River Lumber Co., Sandpoint, 
Idaho 

Northwest Timber Co., Gibbs, Idaho 

Thompson Falls Lumber Co., Thompson 
Falls, Mont. 


D THROUGH WHOLESALERS O 


P.O. Box 64 Peyton Build. SPOKANE, WASH 


Sawmill and Edger 
Pay Off In One Year! 


for the Thorgoll Veneer Corp., at 
Cockeysville, Maryland. 


bine 
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This No. i sawmill, with top rig, 
double - acting setworks, power 
receder and log turner, enables 
the operator to handle logs of 
48” diameter. 


LW 7 





Lumber developed from making 
flitches for veneer is turned into 
profits by the Frick edger, oper- 
ated by the mill off-bearer. 


Learn how Frick sawmills, built 
in four sizes, and other wood- 
working equipment can turn tim- 
ber into cash for you. Write to- 
day for your copy of our catalog 
describing this equipment. 


RICK 


7 OETA 
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MATCHED TUBULAR 
CYLINDER 
LOCK SETS 

for 
exterior or 
interior doors 


Extremely Popular 


because they are 

@ Precision built 
Modestly priced 
Beautifully styled 
Easy to install 


These new type precision built tubular 
cylinder lock sets combine the famous 
Harloc easy-to-install tubular double 
spring latch with a fine quality cylinder 
lock that can be furnished keyed alike in 
pairs or master keyed as matched sets. 
The Lynwood (large illustration) with its 
forged solid brass handle is truely distinc- 
tive for entrance doors. The Hampton, 
with matching escutcheon, can be used for 
front, rear, basement and garage doors. 
Also ideal for apartments, cottages, offices 
and public buildings. 


For a lifetime of satisfaction 


HARLOC 


HARLOC PRODUCTS CORPORATION 


New Haven ¢ Connecticut 
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WHAT’S NEW 





Products .... Sales Aids .... Literature 


Adjustable Stop Gauge 


Designed to put power cut-off 
sawing on a mass production basis, 
this new device is known as the 
Comet Adjustable Stop Gauge. Ac- 
cording to the manufacturer, the 
gauge will materially increase the 
production output of any power saw. 
Several predetermined lengths can 
be set at one time and extremely ac- 
curate cut-off made as rapidly as 
the saw can be pulled through the 
work. All stop blocks have 4 sq. 
inches of gripping surface and can 
be pre-set at any position without 
using a wrench. Additional stops 
can be added at any time without 
disturbing other stops already po- 
sitioned on bar. Bar is cold rolled 
steel engraved in ‘ths for right or 
left hand application. Stop blocks 
are solid steel, stop trigger is 
forced against block (not away) by 
work to prevent misalignment and 
inaccuracy. All parts of unit are 
plated to prevent rust damage. 
Write Consolidated Machinery and 
Supply Co., Ltd., Dept. AL, 2031 
Santa Fe Ave., Los Angeles 21, 
Calif. 


Ardee Sink Frame 


The new Ardee clamp down 
aluminum sink frame, manufac- 
tured by R. D. Werner ‘Company, 
Inc., cuts installation time in half, 
and at the same time insures a 
positive, water-tight joint. Part of 
the T lip covers the top material— 
linoleum, Formica, etc.—the other 


part covers the sink bowl—the leg 
of the frame protrudes through the 
sink well opening between the sink § 


and the top. Twelve lugs are hooked 


over the groove of the frame ani & 
evenly spaced. By tightening the F 
screws on the lugs, the sink is then & 
drawn up to the frame and the 
frame is drawn down to the sink 
top. This double action insures an 
absolute watertight joint. The lus- 
trous, durable, and absolutely rust- & 
proof frames are covered at the ff 
factory with a special tape that 
protects the surface until installed. BF 
For further information write R.D. & 
Werner Co., Inc., Dept. AL, 295 
Fifth Avenue, New York 16, N. Y. 


New Revolving Door Viewer 


The Detector Optical Door View- 
er is a scientifically designed opti- 
cal instrument which, when in- 
stalled in a door, permits persons 
inside to see out, but prevents those 
outside from seeing in. Equipped 
with a wide angle optical lens, the 
Detector gives a comprehensive, 
three dimensional view of the porch 
or area around the door at 4 
glance. Designed to fit any door, 
the only installation requirement 1s 
the drilling of a small hole in the 
door to accommodate the instrv- 
ment. In fact, many “peep-holes 
now in use-~in front doors can be 
adapted to the Detector use by 
merely removing the old hardware. 
Two models now available are the 
Standard Detector and the Revolv- 
ing Detector. The Standard model 
is stationary, while the DeLuxe 
model incorporates the lens in 4 
patented, movable part, so that the 


_person viewing can swivel the view 


er-to the desired position. Both 
models are available in brass 0 
chrome. Write The Home Protec 
tor Manufacturing Co., Dept. AL, 
8258 Melrose Ave., Los Angeles 46, 
Calif. 
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PD Nv Builder! 


DIXON 


7 Se ee 


WEATHER-LOK UNITS 
~------>} CUT COSTS 


\ 
FOR YOU—YOUR CUSTOMER 











The Dixon Weather-Lok Window Unit is instantly, 
easily installed—eliminates on-the-job time loss—is 
adaptable to frame, veneer, or solid masonry con- 
struction with minimum change. 


NOTE THESE FEATURES 
of the DIXON WEATHER-LOK UNIT 


es Made of kiln-dried Ponderosa pine. 


. . « Completely weatherstripped. Extra-wide blind 
stop and spiral balances. Toxic treated for long life. 


. .. Adapted to frame, veneer, or solid masonry 
construction with minimum of change. 


. . « High in quality, low in cost, because all opera- 
tions from forest to you controlled by just one ex- 


perienced mill and manufacturing company. 
om S PORKRAM E 


HAL R.DIXON GRANT DIXON, JR. C.E. BARTLETT 


RESIDENT WICE-PRESIDENT SEC'Y. @TREAS. 


Manufactured by Western Pine Mfg. Co. of 








Fer Full Information Wire or Write 


JOHN H. MEARS, Inc. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
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Spokane, Washington | 





NEW BEVEL EDGE! 


adds greater sales for 


PIR ESTE 


H™ Sal -awae ol Toll ARol ato MCTusTol a ial-S 1M (oMeh ti gelal| 
your customers! Prestile’s distinctive 
bevel edge scoring with sweeping shoulders 
dg Yoh (-s Mo MmCEToH1iT-valtiolalo] MJ alole lo} -si0-1a Mme} 
g-atkold de] o)(-Mol-1 oh ialmelale Ma stelauiy 

Investigate Prestile now! Learn why 
Prestile’s reputation for dependable quality 
and assured deliveries means more sales. 


12 SMART COLORS! 


So 
SSS 
so 


L+ 


PIRES TINUE 


LI Tf 


DE LUXE TILE BOARD of LASTING BEAUTY 


pone Prestile Mfg. Co. ¢ 5850 Ogden Ave. © Chicano 50, Ill. 
DEPT. L 


Yes, we want to learn more about: 
() PresTile De Luxe Tileboard 





(] PresTrim Aluminum Mouldings 


Your Name.......- si 


Clip this memo to your letterhead and mail today! 
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Lima Utility Grinder 

The new 6-inch Model A Lima 
DeLuxe Utility Grinder is designed 
for use in tool rooms, machine 
shops, schools, home workshops, 
manufacturing plants, etc. Special 


features include: dynamically bal- 
anced rotors; integrally cast wheel 
guards; adjustable tool rests (may 
be tilted for angular grinding) ; 
fast-grinding, long-wearing abra- 
sive wheels (furnished as standard 
equipment) ; heavy-duty, off-on tog- 
gle switch in base; cast iron base 
(rubber mounted and drilled for 
permanent mounting); 7% foot, 
three conductor, rubber covered ca- 
ble with non-breakable plug (U. L. 
Approved). Specifications include: 
fast starting, 4% HP, 3450 RPM 
Lima motor of dust proof construc- 
tion, single phase, a-c, 60 cycle, 115 
or 230 volt (single voltage only). 
Also available for 2 or 3 phase, a-c, 
60 cycle, 220 or 440 volt opera- 





THE HOME OF A-Y 
KILN DRIED Ponderosa Pine 


plus Fir & Larch Dimension 


mark when you buy -- 


All Retail Yard Items 
Industrial Specialties 


Fir and Larch dimension. 





LOOK for the Familiar 


Alexander-Yawkey trade- 
A-Y Py) 


The familiar Alexander-Yawkey trade mark is your assurance of fine 
quality stock. It’s never been finer than we're shipping today. It comes 
from a beautiful tract of Ponderosa Pine timber with some intermingling 
of Douglas Fir and Larch. We can ship you straight cars of Ponderosa 
Pine yard and shed items or mixed cars of Ponderosa Pine items with 


Consult your local supplier for sash and doors made from our product. 





Alexander-Yawkey Lumber Co. 


PRINEVILLE, OREGON 


Member Western Pine Association 


Member Ponderosa Pine Woodwork 


tion. Prelubricated sealed ball 
bearings; 6” dia. x °4” face wheels 
(one coarse and one fine grit), 
Write The Lima Electric Motor 
Company, Dept. AL, Lima, Ohio, 


Small Home Polisher 

A new lightweight polishing tool 
for home use is powered by a 110- 
120V AC/DC 50-60 cycle Fairchild 
motor. It is capable of spinning 
the 5-inch lamb’s wool polishing 
bonnet at the rate of 1200 R.P.M. 
The polisher is finished in black 
and chrome and weighs 2% pounds, 
Two polishing bonnets are _ pro- 
vided. This unit was introduced 
after a survey by the Fairchild 
company, which demonstrated that 
women buy 80 percent of the home 
power tool kits and that the prin- 
cipal use to which the tool is put 
is polishing. The manufacturer 
recommends the unit for polishing 
furniture, woodwork, linoleum or 
similar surfaces and automobiles. 
Write Fairchild Industries, Ince, 
Dept. AL, Burlington, Vt. 


The Pullman Powerful Pigmy 


The negative spring is now being 
used for the first time by any sash 
balance manufacturer in the Pow- 
erful Pigmy Balance made by Pull 
man Manufacturing Corporation. 
Small diameter of new spring cuts 
balance size by 75%, thereby allow 
ing the Powerful Pigmy to be 
mounted in window sash _ itself. 
Pullman engineers say that this 18 
the first time in residential window 
history that a true counterbalance 
is available which requires neither 
head nor side room. The negative 
spring is a tight coil of flat mate 
rial which is progressively un- 
wound throughout the range of 
action. Tightness of coil reduces 
diameter markedly over power 
spring. In the spring action the 
coiling torque which opposes the 


- 
December 16, 1950, AMERICAN LUMBERMAN © 








wih GRANT 


 STLENT 
Sliding Door Hardware 


the only hangers containing these 
outstanding advantages: 


¢ ’ . e' ¢ Ball Bearing Action « Three Adjustments 
SO ein oa Automatic Alignment of Doors « Center Hung Feature 
ISPECIALIZINGIN ~* 
GRANT NO. 16 single track 


¢ Doors that Never “Jump the Track”’ 
oes ’ a sliding door hanger features Nylon 
D U ( L A S 4 | R % ‘- . ball bearing rollers for a silent 
; RS > and smooth operation. Three way 


adjustment aids in overcoming 


REDW 0 0 D 3 "os . door sagging and warpage. 


LUMBER 
@ MILLWORK 
GRANT NO. 17 double track 
x) MOLDINGS hanger incorporates the above 


advantages and in addition allows 
for a simplified installation of 


e SIDING multiple unit doors. 


Se a Rete) iivie — 
GRANT also Manufactures: 


Sash Pulleys « Curtain & Drapery Hardware 
Drawer Slides ¢ Stage Curtain Hardware 
Sheaves & Track « Hospital Cubicle Hardware 


1 GRANT PULLEY & HARDWARE CO. 
The foremost name in Sliding Devices 


31-85 L Whitestone Parkway, Flushing, L. 1., N. Y- 
Representatives in oil Major Cities 


ts) 
MAIL THIS COUPON FOR FREE LITERATURE 
e | Arild (} GRANT PULLEY & HARDWARE Cco., a L-12 
me 6 


31-85 L Whitestone Parkway, Flushing, L. I., N. Y. 
GERERAI* OFFICE 


oy Please send me the following free literature. Complete Catalog oO 
: -S.- Wit eter Ave.;Chicago 3, IIl. 
‘ Telephone RAndolph 6-0540 


or Individual Brochures on 


Company 
Address 


— ee ee ee oe ee ee oe oe oe oe oe oe ow. 


= , 
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TIMBERS 





TEXARKANA U. 


SALES OFFICE 





UMBER COMPA 


*-- END-MATCHED FLOORING --- 
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DIBOLL ano PINELAND, TEXAS 
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MILLS 


uncoiling pull, is developed only by 
that section of the spring (one 
quadrant) that is being straight- 
ened as it is drawn off the coil. 
This results in a constant spring 
force at all positions of the sash, 
and true counterbalancing. Write 
Pullman Manufacturing Corpora- 
tion, Dept. AL, Rochester 5, N. Y. 


Universal Saw Guide 


Crosscutting, mitering, beveling, 
and ripping are performed quickly, 
easily, and precisely with the new 
Universal Saw Guide and any stan- 
dard portable electric saw. This 
versatile guide consists of a rigid 
clamping device for attachment to 
the front member of a wooden 
miter box and a quickly-adjustable 
locking quadrant to which are at- 
tached either the crosscutting or 
the ripping cradles. These cradles 
have adjustable sidebars to accom- 
modate the shoe of any standard 
saw from 6-in. to 12-in. size. They 
can be quickly changed to permit 
the use of more than one type of 
saw on a single job. In the ripping 
operation, the saw can be inverted 
to form a table saw complete with 
guide fence. Extension rods are 
available for use in panel-cutting 
operations. Write Universal Saw 
Guide, Dept. AL, 1080B Howard 
St., San Francisco, Calif. 


Packaged Chimney 


This illustration of the Van- 
Packer packaged chimney will be 
featured in a January advertise- 
ment built around a Robert Bart- 
lett project. Accepted! Proved! 
Big 668 Unit La Grange Project 
Uses Van-Packer Packaged Chim- 
ney ... such is the heading for 
the ad which also includes several 





photos of Bartlett Engincereg 

Homes. Advantages to the giant 
construction company in using Van. 
Packer chimneys are listed as fol- |) 
lows: save construction time; | 
eliminate waiting time and clean. [J 
up; conserve space; lower costs; ff 
insure best heater performance. 
The Van-Packer chimney meets F. 
H. A. requirements and the chim. [ 
ney now has Underwriters’ Labora- [7 
tories report of August 18, 1950, f 
recommending zero clearance for | 
the chimney to floor, ceiling and 
roof. The manufacturer reports 
that everything needed is shipped 
with every Van-Packer Chimney, 
There is nothing else to buy. Write 
Van-Packer Corp., Dept. AL, 1345 
S. Clark St., Chicago 3, Ill. 


i Baca — 


New Ford Trucks for 1951 


Ford division recently introduced 
new Ford trucks for 1951, includ- 
ing more than 180 models designed 
to reduce operating costs, make 
trucks adaptable to more jobs and 
to add driver convenience and com- 
fort. Scores of engineering, styling 
and safety improvements covering 
the four Ford truck engines, chas- 
sis changes and introduction of a 
new “5-Star Extra” cab were an- 
nounced. New Ford trucks feature 
automatic Power Pilot carburetion- 
ignition control on all engines. The | 
cab and front end have been re | 
styled to give a more rugged and 
smarter appearance. The rear win- 
dow was redesigned and enlarged 
to more than three and one-half 
feet for full range vision. A steer- 
ing column gearshift on F-1 light 
duty models provides more cab and 
floor space. Performance of the 
F-1 truck has been improved by 
changing the rear axle ratio from 
3.73-to-1 to 3.92-to-1. The standard 
three-speed transmission for the 
F-1 has been redesigned for more 
rugged loads, longer wear and easy 
shifting. It has constant mesh hell- 
cal gears with synchronizers 
second and third speeds. The new 
“5-Star Extra” cab, which is op- 
tional equipment on the 1951 Ford 
truck fleet, is sound-proofed with 
undercoating on the floor, spray-0D 
material on the doors and_ back 
panel and with roof insulation. 
Write Ford Division of Ford Motor 
Company, Dept. AL, 3270 Schaefer 
Rd., Dearborn, Mich. 
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BRITISH COLUMBIA 
FOREST PRODUCTS 


Manufacturers of 
| DOUGLAS FIR What of 951? 


L K Make your plans now for a dependable source 
FAGIENS SOASY See of supply of WESTERN LUMBER PRODUCTS. 
WESTERN RED CEDAR 


With our recently completed planing mill, re- 














| SITKA SPRUCE manufacturing plant and modern dry kilns, com- 
BLA plementing our sawmills, we are better than ever 
REO C INE ssiaathiaiasintates prepared to serve you. 
¢ RED CEDAR SHINGLES ‘ 
a Mixed cars: Ponderosa pine and Douglas 
" Specializing in Cross Arms, Cedar and Spruce Siding fir scientifically kiln died. ci 
SAWMILL DIVISIONS 
COWICHAN - VICTORIA - VANCOUVER - HAMMOND ROGUE LUMBER SALES CO. 
HEAD OFFICE P. O. Box 707, Medford, Ore. 
Exclusi I ts for: 
Vv A | Cc 0 U V E R, Cc A N A D a Southern Gvegen Masing HN “Co., Inc. 
SALES AGENT: H. R. MACMILLAN EXPORT CO. LTD., VANCOUVER Jackson Creek Lumber Co., Inc. 





To our customers and friends: 
A MERRY CHRISTMAS 
and a big, profitable NEW YEAR 
Harry G. Dowson A. W. Lingaas 
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Door Controlling Equipment 


A new, simplified type of auto- 
matic door operator, said to fit any 
Kinnear RoL-Top Door and many 
other similar doors, is operated by 
a simple electric-magnetic control. 
A small electric motor raises and 
lowers the door from inside the 
garage, by cable and pulley. A 
magnetic actuating unit placed in 
the driveway is energized by press- 
ing a control button mounted on 
the dashboard of the car, which 
operates through a small magnetic 
unit usually hidden beneath the 
splash pan in front of the car. Ad- 
ditional pushbutton controls can 
also be placed in the garage or 
house, and a key operated switch 
can be located outside the garage. 
A feature of the device is that it 
automatically turns on garage 
lights as the door is opened, and 


turns them off again when the door 
is closed. Installation is said to be 
very simple and the entire setup 
is reported to cost a great deal 
less than most other controls of- 
fering the same _ conveniences. 
Write Kinnear Manufacturing 
Company, Dept. AL, Columbus 16, 
Ohio. 


The Clarke Smoothie Sander 


“Five to ten times faster than 
hand sanding” is the claim of the 
Clarke Sanding Machine Company, 
in announcing the new Clarke 
Smoothie Sander, Model OS. Pri- 
marily designed for light factory 
production work, it also has wide 
application among cabinet makers, 
boat builders, home craftsmen, hob- 
byists, repairmen, painters, contrac- 
tors, plasterers, etc., as well as use 









LIGHT 


AND EASY TO CARRY 


Put it where you 
need it! 





—_ 


STANDARD LITEWATE 
Sectional Roller Conveyor 


—ideal for loading and unloading. Handles commodi- 
ties up to 60 lbs.—moves bags, cases, cartons, hollow 
bottom, narrow, cleated and irregular packages or 
articles not suited to wheel conveyors. Less pitch re- 
quired—operates at grades as little as 4 in. to % in. per 
ft. Interchangeable spacing of rollers—from 1% in. to 
12 in. centers. Available in 10 ft. and 5 ft. straight sec- 
tions and 90° and 45° curves. Keep LITEWATE con- 
veyors handy in your shipping room—carry a section on 
your truck, For complete information write for Bulleti 


AL-120. 


STANDARD 
CONVEYOR COMPANY 


North St. Paul 9, 
Minnesota 


90 





RAVITY & POWER 
CONVEYORS 


making products. 
















December 16, 


The nationwide popularity 
of radiant heating plus the 
overwhelming trend to base- 
mentless homes is creating a 
demand for Zonolite Vermic- 
ulite Concrete Aggregate 
that means a brand new mar- 
ket with big profits for you. 


Consumers know and pre- 
fer Zonolite products for 
their homes, through contin- 
uous national advertising 
and nationwide publicity. 
Builders and architects recog- 
nize this preference, know 
that Zonolite houses sell or 
rent faster, and pass this 
profitable market on to you. 


You can cash in on this 
ready-made market if you 
stock and promote Zonolite. 
Send today for full informa- 


tion about Zonolite profit- 


in auto body and paint shops, 
garages, hotels, schools, office build- 
ings, hospitals and general main- 
tenance work. The Clarke Smoothie 
is compact, powerful and easy-to- 
operate in horizontal, vertical and 
overhead positions. With a sand- 
ing surface of 414” by 8”, it is 
powered by a special General Elec- 
tric shaded pole, unit bearing mo- 
tor cooled by double fans, and op- 
erates on 115 volt, AC, 60 cycle 
current, delivering 3000 cycles per 
minute. Weighing 81% lbs., the 
Clarke Smoothie is finished in at- 
tractive baked enamel with abra- 
sive paper clamps in bright nickel. 
Steel parts are rust-proofed. Write 
Clarke Sanding Machine Company, 
Dept. AL, Muskegon, Mich. 


Rolling Platforms 


A new product for overhead work 
is constructed of Safe-Weight alu- 
minum ladders and _ scaffolding 
equipment. These Rolling Scaffolds 
are simple to erect—four pins pro- 
vide positive locking of planking 
with the ladder rungs and angle 
braces are fastened with a total of 
four nuts. Units store compactly. 
They are available in two standard 
widths—12” and 20’. Lengths up 
to 24 feet in the wider width with 
maximum heighth of 20 feet. Units 
can be ordered in sizes for specific 





















WE WANT 
ZONOLITE FLOORS 
IN OUR HOUSE! 











NO MORE 
COMPLAINTS OF 
COLD DAMP FLOORS 
IN MY ZONOLITE 








| ALWAYS 
SPECIFY ZONOLITE 
FOR BASEMENTLESS } 
FLOORS! 


Dept. AL-120 


ZONOLITE COMPANY 


*Zonolite is a registered trademark 







135 S. LaSalle St., Chicago 3, Ill. 
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Ka 
MODERN 
MILLS TO 

SERVE YOU 






Athen, BrthorWood a 


P. 0. Box 864A £Urbana, Arkansas 


Southern Pine and Hardwoods 





40 Million Feet Annually 
Springhill Lbr. Co., M Springhill, Ark. 


Urbana Lbr. Co., Urbane, Ark. e Excellent supply good timber e@ An experienced organization 
Anthony-Wiiliams Lbr. Co., Calion, Ark. @ Latest type, modern machinery e@ Quality that satisfies 


















The A. B. Carroll Lumber Company 


Boards our Specialty . 


Hurtsboro, Alabama 
Phone 66 











Se yt, 

SHORT LEAF PINE 
and HARDWOOD 
LUMBER 


Manufacturer of 
High Grade End-Matched 
Oak Flooring in 25/32 and 1/2 in. 

Poplar Bevel Siding, Resaw Pine 


Need a mixed car? We are able to ship and Hardwood are carefully and 


Oak Flooring, Block Flooring and Air a. a ches sear 


Dried Yellow Pine Boards in the same attention to reforestation. 
car. 





Hurtsboro Oak Flooring Co., Inc. 


Plant at Hurtsboro, Alabama — Phone 129 
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HERE'S THE ANSWER — ONE MACHINE — 
A WILSON for All these operations 





ewww ewww 


@ Cross Cutting @ Rabbeting @ Shaping 
@ Compound Mitering @ Ploughing @ Fluting 
@ Ripping @ Dadoing And Many More 





2, 3, 5 and 7'/72 HP 
Models Available 
Manufactured by 


MEDIA MACHINE WORKS, 
INC. 


MEDIA, PENNSYLVANIA, U.S.A. 
Established 1922 









HIGH SPEED ACHINS 


S/AL CUTTING M 
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SINCE | Manufacturers of Highest 
1895 Quality Forest Products 


J. NEILS LUMBER COMPANY 


IDAHO WHITE PINE * PONDEROSA PINE 
ENGELMANN SPRUCE * LARCH * DOUGLAS FIR 


MILLS: Libby, Montana and Klickitat, Washington 


SALES OFFICES: Minneapolis, Minnesota; Chicago, . {- 
Illinois; New York City, N.Y. 
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problems. Extra wide units quoted 
on request and hand rails can be 
installed where desired. Ladders 
are fitted with 4” free rolling cas- 
ters with locking device. Write 
Louisville Metal Products, Inc., 
Dept. AL, 1101 W. Oak St., Louis- 
ville 10, Ky. 


MultaColor Enamel 


MultaColor is a new enamel 
which makes it possible to apply 
two or more colors to any surface 
in just one coat. The new enamel is 
especially effective for one-coat 
painting of dry wall: gypsum board, 
beaverboard, asbestos board or any 
other composition wall or ceiling 
boards. The new finish of Multa- 
Color, in bulk appears: as a homo- 
geneous mass of distinct specks of 
color, each about twice the size of a 
pinhead. When applied to any sur- 
face the result is a uniformly-dis- 
tributed broken-effect finish of two 
or more colors. This new enamel 
may be applied by the dip or spray 
technique, even to wet surfaces. It 
is available in flat, semi-gloss and 
gloss, and initially in 16 color com- 
binations, but may be prepared in 
an infinite variety of others. Brown 
and white, tan and white, green and 
white, light blue and dark blue, and 
pink and white are some of the 


standard combinations. Write 


United Lacquer Manufacturing 
Corporation, Dept. AL, Linden, N.J. 


1951 Chevrolet Truck Line 
Typical of improved 1951 Chev- 
rolet trucks is this heavy-duty 
stake model (Series 6409). Newly 
designed “Twin-Action” brakes on 
rear wheels assure increased brak- 
ing effectiveness and longer life. 
Adjustable ventipanes for better 
cab ventilation and a new seat con- 
struction featuring double-decked 
cushion springs are among other 
high spots. In its 1951 models 
Chevrolet will make available trucks 
in 10 wheelbases, including the 
179-inch chassis added late this 
year. Gross vehicle weights range 
from 4,000 to 16,000 pounds. In 
this connection an important de- 
velopment is announced in higher 
ratings of the 4100 and 4400 series. 
Through changes in the front axle, 
springs and tire sizes, the maxi- 





mum gross vehicle weight has been 
raised from 12,500 to 14,000 pounds, 
Minimum GVW of the Series 6100 
to 6400 has likewise been upped 
to 14,000 pounds. As a year ago 
Chevrolet will make available two 
engines of the economical valve-in- 
head design. They are the Load- 
master of 105 horsepower and the 
Thriftmaster which develops 92 
horsepower. Write Chevrolet Mo- 
tor Division, General Motors Cor- 
poration, Dept. AL, Detroit 2, 
Mich. 





New Metal Drawer Support 


The “New Standard” Extension 
Drawer Support is a new piece of 
hardware which consists of four 
right-angle pieces of metal, two to 
each drawer side. Two of the 
pieces, known as the “Tracks”, are 
screwed into the side of the case 





For each future day, we 
want to say 

In a sincere, good old- 
fashioned way 

Peace, Prosperity, Good 
Will, Good Cheer 

Not only on Christmas, 
but all through the year. il y 
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~ 
Dry Kilns, 


Charleston 28, West Virginia 


Mills at: 
Cass, Nallen, Dailey & Durbin, West. Va. 


Planing Mills, Flooring and Dimension Plants. 








MBER CO. 
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from ANACONDA 


May the bells of Christmas herald a joyous 
holiday season to lumber friends everywhere 
—and ring in a Happy and Prosperous New 
Year for one and all. 





ANACONDA ssi" 
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_| DIRECT MILL SHIPMEN 











YARDS 
STRIBUTING YA 
DIS CAGO AND ST: 1. 
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HILL-BEHAN 


LUMBER Co. 


5601 Elston Avenue 
et ie clomxi¢ma aan. fein) 
ROdney 3-4160 « Teletype CG-1464 









6515 Page Avenue 


ST. LOUIS 14, MISSOURI * 
DEImar 1111 








Sell... 


BETTER 
FIREPLACE 
HEATING 


There's profit and pres- 
tige in being known as 
source of the Donley 
Heatsaver Fireplace in 
your community. . . 
Scientifically constructed 
to yield the greatest 
amount of heat that an 
open fire heating device 
can give, it utilizes the 
important, upper heated surfaces above damper level in 
augmenting warmth. Interior baffle and tube construction 
save much heat ordinarily wasted up the flue. Heat delivered 
through pipes that may be directed to rooms above or ad- 
joining. Heavy steel plates for surfaces in contact with 
flame assure long life. . . Selling of this and other fireplace 
material is greatly aided by Donley Book of Successful Fire- 
places. Send for a supply, as well as for other data on 
Heatsaver Fireplace. 





THE DONLEY BROTHERS CO. 


13928 Miles Avenue Cleveland 5, Ohio 
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'| Christmas Greetings 
from the Lone Star State of Texas 


Christmas . . the season of cheer . . of good- 
will toward men, is at hand again. For our com- 
pany, we should like to thank all our customers 
for the business you have placed with us in the 
past year. 


May 1951 bring you prosperity . . happiness . . 
all that’s good. 


LACY H. HUNT LUMBER CO. INC. 
J. S. HUNT LUMBER CO. INC. 


Nacogdoches, Texas 
Mills at: Willis and Lacyville, Texas 


Manufacturers, Wholesalers, Exporters 
YELLOW PINE and HARDWOODS 


Lacy H. Hunt 


Serving the Trade 
Pres. & Gen. Mor. 


Since 1906 

















Logged in 1936-1937 


HARDWOODS e WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for 
the past forty-two years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 
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in a stationary position. The re- 
maining two pieces, the “Support 
Angles’, are fitted into the station- 
ary pieces. The drawer is laid into 
the “cradle’’ formed by the “Sup- 
port Angles’, and slides without 
the slightest tendency to bind. 
There are various “Support” sizes 
to accommodate drawers ranging 
in depth from 742” to 33”. The 
tray drawer, above, fully opened is 
48” wide and 33” deep. Yet, the 
action of the “New Standard” Sup- 
ports permit the drawer to be 
closed from this fully open posi- 
tion by pushing with one finger at 
the extreme corner. It is interest- 
ing to note that the drawer is pulled 


out flush with the front of the cabi- 
net. There is absolutely no danger 
of the drawer falling out of the 
cabinet. The drawer, however, can 
be lifted out of the Support for 
cleaning purposes. Write The Ex- 
tension Drawer Support Company, 
Dept. AL, 3727 Broadway Place, 
Los Angeles 7, Calif. 


All-Purpose Building Paper 


Leatherback All-Purpose Build- 
ing Paper is an engineered, light- 
weight asphalt-impregnated paper. 
A full 500 square foot roll weighs 
only 25 pounds, with an average of 
one-half the thickness and physical 


comparable characteristics. The as. 


weight of a standard felt stock of 





phalt impregnation is reported to 
be highly uniform averaging 509% 
of the sheet cross-section by vol- 
ume. Leatherback can be folded 
around corners and roughly han- 
dled without cracking or tearing 
the sheet. It is made of 80% new 
stock, consisting of a long fibre 
structure, that overlaps and crosses 
to give a uniform high strength, 
Leatherback All-Purpose Building 
Paper is a_ breather-type sheet 
meeting all Class D specifications, 

It can be used in almost any black 
paper or felt application such as 
covering over wood sheathing, sub- 
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liven Lumber Company 


Century, Florida 


EE: Bee aes 


Yew Yat 




















TRADE MARK 
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PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 






CALIFORNIA 

























THIS ROOF HAS A FUTURE SECURED 


A LIFETIME OF ROOFING SECURITY 



















Take a look into the future of your roofing job - - and make sure that 
roof has a future by nailing it down with SCREWTITE ALUMINUM 
NAILS! The precision engineered screw shanks keep nails in - - roofs on! 


The patented neoprene washers seal nail holes up tight and waterproof. The Actual size 


reproduction 








Future of that roof is really bright with SCREWTITE! 


CUPPLES COMPANY St. Louis 2, Mo. 


of the noil. 





Manufactured by 


INDEPENDENT NAIL & PACKING CO. 
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AETNAPLY 
tips on 
how to save 
money 






...urge your 
PLYWOOD 


customers to... 


| Buy smaller panels. Standard 
sizes like 3’ and 4' widths 
with 4', 5', 6', 7' lengths cost 
less in AETNAPLY Hard- 
woods. Figure smallest panel 
for cutting sizes. 





2 Use No. | grades when cutting up —_. 
Is. No. | grade has sound face SX 
panels. No. | gra s 
and allows pieced veneers as in Birch NEED 
and Maple plywood. PLYWOOD? 


Aetna may have 
just what you 
want — send in 
your inquiries. 


3 Practice cutting and finishing tech- 
niques on waste panels before using 
standard sizes for the final run. 











AETNA PLYWOOD & VENEER CO. 


Chicago 22, Ill. 


Teletype CG305 
ANCH WAREHOUSES: Grand Rapids, Indianapolis, Rockford. 

SALES" ROFRICES: Detroit; 

Virginia Beach, Va.; 


1732 N. Elston Ave. 
— 6-7100 


Minneapolis; Milwaukee and Green Bay, 
Marion and West Lafayette, Ind.; Springfield, Ill. 
SEE PHONE BOOK 


ato Satisfaction \ 
vr Lumber 









STRAIGHT CARS 
MIXED CARS 


including 
lumber, plywood, doors 





DOUGLAS FIR 
WEST COAST HEMLOCK 


Prompt 


D dabl 
Shipment — 


Values 


e THE GRiswo_p LUMBER Go. , 


Manufacturers and Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 





Wis.; 








15 Million Feet Annval Cut 45 Million Feet Annvol Cut 


Telephone ATWATER 8319 
AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp. 
' CARLTON, OREGON CARLTON, OREGON 
MIL... INTERESTS: 
Burt 
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10 reasons why you can easily SELL 


Wood Windows of 
WESTERN PINE* 


ra 


1 Efficient insulation. 











cause they hold paint and 
2 Easy and quick installation. stain lastingly. 
Available in pre-assembled 


SE d inexpensive to 
asy and! P : units— wide range of styles 


eatherstrip. 
Bs x oes —suited to any architectural 
4 Reduce moisture condensa- design. 
tion. 
5 if . +] Long life provided by scien- 
ue nes operate —little tific wood preservation proc- 
vibration. 


ess. Available from most all 
factories. 

10 Wood windows are sold 
through recognized building 
material dealers. 


6 Smooth even grain and soft 
texture take paint and stain 
easily. 


7 Low maintenance costs be- 


WESTERN PINE ASSOCIATION 
510 YEON BUILDING PORTLAND 4, OREGON 








*These are the Western Pines 
*IDAHO WHITE PINE *PONDEROSA PINE *SUGAR PINE 
These are Associated Woods 
LARCH DOUGLAS FIR WHITE FIR 
SPRUCE CEDAR LODGEPOLE PINE 
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\ FLOORING BEECH 
|) PECAN 
ASH 


You are sure of quality and uniformity of CAHABA Brand 
Hardwood Flooring. It is carefully dried and precision ma- 
chined. Available in straight or mixed cars with air dried 
Yellow Pine Boards and Dimension. For prompt attention on 
your needs phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 


SELMA, ALA. and JACKSON, TENN. 
Selma LD 9910 — Phones — Jackson 23761 








Hardwoo 
Flooring 
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floor covering, sub-grade covering 
beneath concrete slabs, weather- 
proofing of single wall structures 
such as sheds, garages, and barns, 
and roof covering between roof 
sheathing and shingles. Write Pro- 
tective Papers, Inc., Dept. AL, 
Union, Il. 


New Protective Coating 


A new protective coating for both 
exterior and interior use is based 
on versatile Vinylite resins. The 
new coating cleans easily, can be 
washed repeatedly, withstands the 
strongest washing compounds and 
is resistant to fumes and to most 


larly suited for inside and outside 
protection of homes, hotels, motor 


acids and 


alkalies. 


It is particu- courts, hospitals, apartments, and 





ft’s the V 


that makes the Bimal 
; iy \ . 


8ist PENMETAL 


CASINGS 
For Windows and Doors 


Smoother joints, cleaner work, 
easier painting and finishing — 
these are only part of the advan- 
tages. Let us send you our illustrated 
folder which tells the whole story 
of this better, low-cost metal casing 
made in bull nose and square nose, 
short flange or expansion flange. 


PENN Metat Company, INc. 


General Sales Offices: 205 East 42nd Street, New York 17, N. Y. 
District Sales Offices 


New York 
Los Angeles 


Boston 
Seattle 


Philadelphia 
San Francisco 


Detroit Indianapolis 
Parkersburg, W. Va. 


Chicago 
Dallas 


Factory Parkersburg, W va 








Southern Hardwoods ~°* 


SEASON’S GREETINGS 
Woonard Wacker Bowe, ine. 


The Best of the Log — For the Best Oak Flooring 


Band-Sawn 
Cypress Pine 
and Oak Flooring 


SHREVEPORT 94, LA. 








schools, as well as all types of com. 
mercial buildings. Applied with 
conventional spray equipment, the 
coating seals out moisture, resists 
mildew and withstands unusual 
wear. Cost of the coating is abou 
the same cost of high grade enamel, 
Longer lasting beauty of the coat. 
ing makes repainting less frequent. 
Speed of application reduces labor 
costs. The Vinylite 
coating is available in flat, seni. 
lustre, and gloss finishes; is mad 


resin-based 


in any desired color from the most) 


delicate to the deepest hue, and 
can be used on almost all building 
surfaces (wood, masonry, brick 


stucco, metals, concrete, rock board § 


ete.) Write Plastic Coating Cor. 
poration, Dept. AL, Suite 1841, 3) 


Rockefeller Plaza, New York, N. Yh 


Saw Sharpening Equipment 


Armstrong’s No. 17 Automatic 
Circular Saw Sharpener is designe( 


* 
iF 
3 


to regularly handle circular saws § 


up to 48” in diameter. 


smooth trim saws, yet 
enough to handle heavy saws such 


It is sail & 
to be extremely sensitive for sharp F 
ening saws with fine teeth such a FF 
heavy 


as inserted tooth cut-off saws, solid F 


tooth edger, slasher and trimmer : 


saws. A wide range of adjustments 
permit the operator to take care of 
normal variations in spacing and 


depth of tooth, and in most cases Fy 


one pair of cams will take care of 


the complete range of tooth outlines 


in any one particular style of tooth. 


Alterations in shape and spacing 


of the tooth can be made while the 
machine is in actual operation. 
Write Armstrong Mfg. Co., Dept: 
AL, 2135 N.W. 21st Ave., Portland, 
Ore. 
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Northern White Pine 
Norway Pine 


RAINY LAKE LUMBER CO. Ltd. 


TPT me, [ae 


2020 Chicago Title & Trust Bidg., CHICAGO 2, ILL. 


Selling the Products ef J. A. Mathieu, Ltd., Rainy Lake, Ont. 














f packed with 
¥ 
I; Cheer 
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and Happiness in the New Year 


As the holiday season marks the end of another year, Putnam 
sends its sincere thanks to its customers, old and new, for the 
business placed with us during the last 12 months. 


LONGLEAF & SHORTLEAF YELLOW PINE — SOUTHERN 
HARDWOODS — CYPRESS—BOARDS—DIMENSION—TIMBERS 


PUTNAM LUMBER & EXPORT CO. 


P. O. Box 928, Jacksonvilie, Fla. 





























SOUTHERN PINE 
lar-Viaeh Lolo] oma i Mele) ti, [c/ 
SOUTHERN HARDWOODS 





Urania’s Modern Facilities, 
Backed by Giant Tree Farm, 
Assure You SERVICE 






Urania's completely modern facilities assure 
you well-manufactured lumber. Urania's 
130,000 acres of timberland operated as a 
tree farm assure you a continuous supply 
source. 


The quality of Urania lumber and flooring 
have won an enviable reputation among 
buyers over the past 50 years. 


For lumber and service that few concerns 
can match, call on Urania. 


Straight or mixed cars of Urania Southern 
Pine, Hardwood Flooring and Southern 
Hardwoods. 
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make 
more 
sales 

--- more 
profit 
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THOMASON 


-(ALL-WOOD THROUGHOUT) — 





If you are a building material dealer, it will be > 
‘definitely to your advantage to investigate the _ 
sales possibilities of the THOMASON Flush Door _ 
in your. territory. : a 














WRITE TODAY FOR NAME OF 
YOUR NEAREST DISTRIBUTOR 


Sold Onl y Through Distributors . = 


THOMASON 


PLYWOOD CORPORATION 


FAYETTEVILLE eo 





NORTH CAROLINA 















Sands, Cieans, Smooths, Polishes 









> y, Designed 
me for industry, 
for professional 


‘4 i a orbital- 
_- motion, SpeedSander is rap- 
2 idly becoming a standard 


home appliance. With its 











powerful electric motor and 
ae. all-ball-bearing construction. 
oN anyone can easily re-surfacc. 
“J and refinish furniture, wood- 

ae work, metal surfaces. or 
| walls. It will quickly remove 
old paint, stain, or enamel 
down to the bare wood or 
metal; will sandpaper to a 
“piano finish,”” remove rust and cor- 
rosion or “feather edge”’ a scraped 
fender. It will burnish pots and pans 
or with lambs wool bonnet, delicately 
polish fine furniture. It makes tedious, 
tiresome jobs fun—saves hands! In de- 
sign, convenience and efficiency it is 
today’s finest sander regardless of 
price. Ask your local dealer to demon- 


strate it. 
ay 











No. 200 
Ya," (in steel) 
$16.50 


No. 79 
Ya" (in steel) 
2.50 


Far advanced in de- 
sign and construction 
these new Speed Drills are lighter, han- 
dier, yet more powerful and faster- 
drilling than more costly old type 
drills. Drill steel, wood or concrete. 
Quality built for lifetime service, of 
die-cast aluminum with cast-in air 
cooling system and _ self-lubrication. 
Heavy cut-steel gears. Ball thrust 
bearings. Your SpeedWay Dealer will 
point out the many other superior fea- 
tures. 


No. 128 Bench Speed Grinder 


4 H.P. motor. 
Shaded Pole A.C. 
Two 6” x %” 
grinding wheels. 
Overall cast alu- 
minum housing. 
Guides for proper ——* of drills, 
planes, blades, chisels, etc... ..$32.50 


These best-tools-to-buy are by far the 
best tools to sell. Write for Catalog 
Sheets. 





S MY MANUFACTURING CO. 
ip 1876 So. 52nd Ave., Cicero 50, Ill. 
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Superflex Plywood 


Superfiex, the completely flexible 
plywood, is now being distributed 
by Aetna Plywood & Veneer Com- 
pany. Superflex plywood lives up 
to its name as the 14” thick lum- 
ber core panel that can be bent 
to a 360-degree circle on an 8” 
diameter! Illustration shows panel 
bent with smooth side out, and a 
desk which has been made with 
this paneling. The smoothly sanded 
faces of Superfiex panels are avail- 
able in Sliced Walnut, Ribbon 
Striped African Mahogany and 
Rift White Oak. Aetna Plywood’s 
Chicago warehouse carries all three 
species in 144’—48” x 96” panels. 
Shorter lengths for counterfront 
work are also available. Advantages 
of Superflex are found in the mod- 
erate price and the ease with which 
it bends: into complete circles. 
Ultramodern effects are _ easily 
achieved. Write the Aetna Ply- 
wood & Veneer Co., Dept. AL, 1732 
N. Elston Ave., Chicago 22, Ill. 






Ask for A 
” "Curbide 
SUPERS: || 
SPIRAL FLUTED i : 
\ maAsomRY : 


\ pRILLS 


Masonry Drill Display 


Super Tool is launching a pro- 
gram for promoting the sale of its 
spiral fluted carbide tipped ma- 
sonry drills. A new bright red and 
yellow wood counter display which 
holds 7 drills 3/16” to *4” and in- 
cluding an extra length drill for 
deep hole work is offered free -as 
one of the pieces provided to in- 
crease sales. A counter card that 
holds one drill, an attractive hand- 
out folder and newspaper mats are 
also included and offered at no 
charge to building supply retail 
dealers. Write Super Tool Com- 
pany, Dept. AL, 21650 Hoover 
Road, Detroit 5, Mich. 
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SEASONS GRERTINGS 


from Your 
Western Wholesalers 


May we take this opportunity to express our 
appreciation of the increased business en- 
trusted to us in 1950. 


We've ogpves serving old customers—and of 
making the acquaintance of new ones who 
have joined the customer-fold this past year. 


Your Western Wholesalers make it a point to 
maintain an intimate knowledge of the west- 
ern mills—and ‘Pledge continuance of their 
ever alert “‘service from many mills’’—service 
from the mills best equipped to meet your 
particular needs. 


Consult your Western Wholesaler on your 
1951 requirements. 





Morrill & Sturgeon aor: 


Lumber Co. ae 
YEON BLDG., PORTLAND, ORE. 


Pacific National Sales Co. 


West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 


Our 30th Year 














. ca 
564 Market St., San Francisco 4, Cal. 





MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 
Eastern Office € Warehouse: 

THE C. A. MAUK LBR. CO., TOLEDO, 0. 


Joseph A. Adair Lumber Co. 
520 S$. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lumber Co., lnc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Main 6954 Riverside 4335 


CURTIS LUMBER COMPANY 
- PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
ee AT 6591 Teletype: D572 


Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patierns- 
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wouldn't you rather sell THE wall tile 
that’s guaranteed and bonded? 











STEEL WALL TILE 
is the only tile guaranteed and bonded! 


(backed by NATIONAL SURETY CORPORATION, with surplus to policy holders in excess of $21,000,000) 
OHIO CAN & CROWN CO., MASSILLON, OHIO 


| Ct ft ® 
{+ SCHUBERT 


4 el Pickets ad t Cc ke t C utter 


at Low Cost 


































Points 200 to 250 154" to 354" width pickets per hour ear after year use. 24'' high. Hand operated. 30"' 
with planer-smooth finish. Ne sanding required. ong endl provides easy leverage. Anyone can 
Adjusts to cut any degree of sharpness or bluntness operate. Enables you to utilize odds and ends of 
of picket point. Light enough to carry to stock pile lurnber profitably. Seven day delivery. Send today 
—wt. only 38 Ibs.—yet strong and durable enough for for literature. 


Net price $52.50 f.o.b. Wilmette, Illinois (Where state sales tax applies, add tax.) 


-HVA. SCHUBERT CO. Machinists 





| «1212 Washington Ave. Wilmette, Illinois 





TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 





Manufacturers and Distributors of all 


WEST COAST WOODS AND tec 


California Sugar Pine @ Ponderosa Pine >A 
Douglas Fir @ Red Cedar 


Western White Spruce Qualit Lumber 
SP rta Fee Wiodrah Mouldings and Cut-to-Length for pt Years 


Window and Door Trim 




















RMN © WINTON LUMBER SALES CO., 7ov4ay “ocuer. MINNEAPOLIS 2, MINN. 
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Steel-Tape Rule 


A new 50-foot steel-tape rule 
rewinds automatically, can be han- 
dled by one man (and in one hand). 
It is reported to be the first steel- 
tape rule which requires neither 


rewind-crank nor hand-reel. As a 
pocket or apron tool this self- 
retracting tape, called Longboy, is 
suited to measuring any normally- 
encountered length without end- 
mark errors and without the ne- 
cessity of moving the lumber to 
be measured. The rewind feature 
(requiring only 10 seconds to reel 
in the full 50 feet of tape length) 
makes it unnecessary to lay loose 
tapes aside where they can be dam- 
aged between measurements. A 
cost-saving feature is the replace- 
ability of the measuring tape itself 
—without discarding the steel case 
and its integral tape drum and re- 
coil mechanism. The Longboy re- 





One of the 10 items in the 


GREGG Packaged Millwork 
Line which brings you the best 
of millwork design and work- 
manship, packaged for easy 
handling and storage, and to 
reach the job ready to install 
with minimum cost and labor. 
Priced to please the customer, 
and to show the dealer a prac- 
tical profit. 

Our catalog shows 

the whole line — 


send for your copy 
TODAY! 















































Authentic, attractive Colonial Corner 
Cabinets in a number of designs and 
sizes for large or small rooms. 


Included in the GREGG Packaged Line you 
will also find door and window blinds, 
shutters, entrances, mantels, kitchen units, 
base and wall cabinets, drawer cases, cup- 
hoard doors, louvres. 


GREGG & SON, INc. 


o 


Nashua, 


New Hampshire 


Ss ec MILLWORK OF QUALITY SINCE 1719 
ES SS A a A AE TT 














winds with a constant retracting 
torque, whether the full 50 fee! or 
only the last inch is out. Write 
Master Rule Manufacturing Com- 
pany, Inc., Dept. AL, Middletown, 
N. Y. 
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om NET LUST AFTER DISCOUNT OF mua 2 
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Bry. 90 {33 


- be obtained by HN: 
‘Varianoas may ints of 18% pret aod 
get PREe, SAME 


$223 
. xa 
oF 88. $.225, 


. & 


Free Discount Calculato 

No pencil required to figure dis- 
counts or selling prices. Suppose 
you want to know what the net 
cost is after 40-5% discount on 
$7.15 . .. simply adjust the chart 
to $7.15 under list price and read 
the answer under the 40-5% col- 
umn, In the same way should you 
want to determine the selling price 
after a certain profit markup... 
adjust chart where costs read over 
% profit and read the answer under 
list price. Figures are worked out 
on the basis of all the common and 
combined discounts ranging from 
25% to 50-10%. Write for this 
Discount and Profit Calculator on 
your letterhead to Ajax Hardware 
Manufacturing Corporation, Dept. 
AL, 4351 Valley Blvd., Los Angeles 
32, Calif. 


$ID e%- 


Roma 


WARM AiR 
> OUTLET 


WARM AIR OUTLET 


Corner Model S Fireplace 

The corner Heatform Model $ 
fireplace, with the front and one 
end open, provides a view of the 
open fire from both the living and 
dining rooms. Masonry walls aré 
easily built around this correctly 
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SOUNDBILT 


Exterior and Interior 
DOUGLAS FIR PLYWOOD 


pi 









Made Soundly to Sell Soundly 


The name, ‘‘Soundbilt’’ is your assurance of quality 
and satisfaction in buying erior or Interior Doug- 
las Fir Plywood. 

“Soundbilt” is truly SOUNDLY-BUILT Plywood — 
made from selected old-growth peeler logs, laid out 
for efficient, economical production. 

Modern equipment, skilled workers and close super- 
vision assure you the best of manufacture. Avail- 
able in all standard DFPA grades. 


Consult us on your needs today. 


ver PUGET SOUND PLYWOOD, Inc. 
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. E Maple and Birch Flooring 
: in Cartons 
i° (or regular lengths in bundles) 
i 
cs Something new in 
a: & é modern flooring 
Y 
4 M. F. M. A. SPECIFICATIONS 
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Merry 
Christmas 
and a 
Pappy 
New Year 


FOREIGN 


and 
DOMESTIC 
HARDWOOD--PLYWOOD 


PONDEROSA 
SUGAR and WHITE 
PINE 


Frank Paxton Lumber Co. 


Chicago-Kansas City-Denver - Ft. Worth-Des Moines 




















The many friendships cultivated 
through 66 years of business 
are particularly heartwarming 
at this joyful season of the 
year. To one and all, we 
extend our sincere wishes 
for a merry Christmas and 
a healthy, prosperous New 
Year. 











CHAPMAN, ALABAMA 


W. T. SMITB.U 
aie, 





66 YEARS OF MANUFACTURING YELLOW PINE® AND HARDWOOD 
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designed metal form. The design of 
the throat and downdrartt shelf and 
the properly located damper pre- 
vents downdraft air currents from 
entering the throat, thus creating a 
perfect draft free from smoke trou- 
bles. The Heatform also delivers a 
large volume of heat to the home. 
Its air chambers capture heat be- 
fore it is lost up the chimney and 
circulate it to all parts of the rooms, 
maintaining an even temperature 
throughout. Write Superior Fire- 
place Co., Dept. AL, 1709D East 
15th St., Los Angeles 21, Calif. 


SEND FOR THESE: 


Folders on fireproofing with light- 
weight Permalite plaster are of in- 
terest to anyone specifying building 
materials because they include an ac- 
tual detailed drawing and a short 
form specification which can be copied 
verbatim as a part of a job specifi- 
cation. One of the folders is on the 
fireproofing of steel columns and gives 
necessary specifications for getting 
ratings of 1, 2, 3 or 4 hours. The 
other folder is on a suspended ceiling 
under non-combustible construction 
which has a 4 hour fire rating. Write 
Great Lakes Carbon Corporation, 
Dept. AL, Building Products Division, 
18 E. 48th St., New York 17, N. Y 


The Heavier Power Tools for wood, 
metal and plastic are shown in a 32- 


page catalog which gives complete 
specifications and operating condi- 
tions for each machine. Included are 
band saws, radial saws and tilting 
arbor saws; drill presses; jointers, 
lathes and shapers; air feeds, sur- 
facers and flexible shaft machines. 
For copy of Catalog A, write Walker- 
Turner Division, Kearney & Trecker 
a een Dept. AL, Plainfield, 


Dependable Machine Company’s 
Bulletin C-5 pictures and describes 
models 101 and 101-A Side Head 
Grinders. The company’s new head 
setting gauge G-11, now furnished as 
standard equipment, is also featured. 
One of the advantages claimed for 
this new type gauge is that it obso- 
letes the old spring pointer type. 
For copies of bulletin C-5 with latest 
price sheet write Dependable Machine 
a dae Inc., Dept. AL, Greensboro, 


Color Harmony Kit has just been 
released by the makers of Imperial 
Washable Wallpapers. Designed to 
help the home-decorator in selecting 
harmonious colors for the furnishings 
of her room, the kit incorporates a 
simplified color harmony system— 
complete with “do-it-yourself” sketch- 
ing materials, including actual cray- 
ons and a pad of color-planning 
sheets. The crayons are representa- 
tive of the 10 basic colors in the color 
harmony system spelled out by the 
kit. Easy-to-follow instructions tell 


how to sketeh individualized color 
schemes on the planning sheets. Price 
of kit is 25¢ postpaid. Write Imperial 
Paper and Color Corporation, Dept. 
AL, Glens Falls, N. Y. 


The new powered hand trucks re. 
cently announced by the Clark Equip. 
ment Company are described in de. 
tail in a 12-page, two-color booklet, 
Separate sections of the book are de- 
voted to each of the two power types: 
the Electro-Lift, battery-powered and 
motor driven; and the Hydro-Lift, 
gas powered and driven by hydraulic 
pump and hydraulic motor. The cen- 
ter-spread provides data concerning 
the mounting of the drive motors— 
both electric and hydraulic—inside the 
drive wheel; turning radius; the frame 
and other major units common to 
both power types and other important 
features. Write Clark Equipment 
Company, Dept. AL, Industrial Truck 
Division, Battle Creek, Mich. 


Single Drum Hoist Bulletin de- 
scribes the complete line of Joy 
single-drum, multi-purpose hoists for 
mines, construction jobs, oil fields, and 
industrial plants. The bulletin con- 
tains complete description and speci- 
fications for hoists with capacities 
from 500 to 3500 pounds and driven 
by Turbinair, Pistonair, electric, or 
gasoline engines. A handy Select-0- 
Hoist chart simplifies the choice of 
any hoist to fill a particular need. 
Write Joy Manufacturing Co., Dept. 
AL, Oliver Bldg., Pittsburgh, Pa. 
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Specializing in 





Phones: 5-2379—5-5141 


SCHAECHER-KUX LUMBER CO. 


Distributors of Forest Products 
P. O. Box 1215, EUGENE, OREGON 


CEDAR SIDING, BOAT CEDAR 
K.D. DOUGLAS FIR, FIR PLYWOOD 





ASK YOUR WHOLESALER FOR OUR LUMBER 


W. M. McGowin Lumber Co. aes 


PINE APPLE, ALABAMA 


i” KILN DRIED 
YELLOW 
PINE 


Etc. 











C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 








Phone 169 





An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer's Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 
P. O. Box 391 | 


~~ TTT Tee errr YT 











—L. HL. 


Lumber Corp., Carlton, Ore. 
Douglas Fir 


A Sustained Yield Operation 


E. J. Linke, Pres. 
Graham Griswold, Secy. & Treas. 





Manufacturers 


Guy Haynes, V. P. 








— 
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NOW! Propare for SPRING SALES 


with 
America's 
Largest 


Assortment 
of 


Garden Goods 





Retail 
Price 
$1.49 





Easy to display 
Easy to sell 


Wren and Bluebird 
House _ California 
Redwood. Height 
101/2 in., width 8 in., 
son. depth 8 in. 

Retail Price . $1.59 


Act now to cash in on the big spring 
lawn and garden furniture selling sea- 


Lumber dealers all over the country 
are reporting sales volume as much as 
three times greater than department 


stores. Write 
The Adelphian line is priced to sell. 
TODAY 


Write today for information about our 


complete line of trellises, arches, patio 
CATALOG 


furniture, bird houses, etc. 
The ADELPHIAN MILL 
and PRICES 


Sales Office: 14105 Merchandise Mart 
Chicago 54, Illinois 
E. A. Vandy, Manager 


Largest Trellis Manufacturer 


























Manufacturers of 


RED CEDAR 
TE/ SIDING 


and 


SHINGLES 


The Brand to Rely on for 
Quality Products 





























Distributed through the 
Wholesale Trade exclusively. 


























THURSTON -FLAVELLE LTD. 


: Port Moody, B. C. Canada 





Buitpi xc Propucts MERCHANDISER 


**it’s Quality That Counts”’ 
Manufacturers 


Specializing in 


MIXED 
CAR 


alld 


GENUINE =AROMATIC> RED CEDAR 
CLOSET LINING 


SOLID PANELING. 
Philippine Mahogany 
White Ash 
Red Cypress 


KILN DRIED YELLOW PINE 
SHEDSTOCK 


Also 
Dense & Longleaf Timbers— 
Factory Flooring—Railroad Material— 
Hardwoods 


Kiln Dried Brazilian (Parana) Pine 
4/4 thru 8/4 Dressed any Pattern 





Robert 0. Foerster Lumber Co.,.Inc. 


P.O. Box 6012 


Jacksonville, Florida 


Phone 2-3642 
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Christmas Greetings’ 


and a ? 
) 





\ Dappy New Vear.’ 
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Thank you for the business placed with us 
during the past 12 months. Looking ahead 
to 1951, we assure you continuance of 
Angelina Hardwoods “best of service”— 


prompt truck or rail delivery. 


Staple Items: 


*% K/D Hardwoods (Southern species, in- 
cluding Walnut) 

% Oak Stair Treads 

% Oak Thresholds 

% Truck Flooring and Stakes 

% Oak and/or Gum glued-up Panels 

% Squares and Table Legs (glued-up) 

% Sound Framing Stock 

% Sound and Better Dimensions 

*% Bed Rails 

% Surveyor Stakes 

% Hardwood Pallets 


We now operate a sawmill 
at Palestine, and furnish 
green timbers, including 
White Oak Ship Timbers. 


ANGELINA HARDWOOD 


SALES COMPANY 


P. O. Box 1020 Lufkin, Texas 
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NAMES IN THE NEWS 





Curved Panels Convert Quonset Hut to School Auditorium 


Flexibility of Upson laminated wood 
fibre panels made possible this un- 
usual adaptation of a war-surplus 
Quonset hut into an attractive school 
auditorium and gymnasium and, ac- 
cording to The Upson Company of 
Lockport, N. Y., opens a range of 
possibilities in curved interior effects. 


James Parochial School of Penns 
Grove, N. J 

Knotty pine paneling was used to a 
height of six feet with the rest of 
the walls and the arched ceiling 
finished in the laminated fibre panels. 
School authorities report that the 
panels create an effect close to sound- 


Sloane-Blabon Completes 


$11,000,000 Expansion 
Completion of an $11,000,000 three. 
year plant expansion program, ena- | 
bling the Sloane-Blabon Corporation 
to double its output of hard surface 
floor coverings, was announced by 
Houlder Hudgins, president. Con- 
struction of 21 new buildings at the 
company’s main plant in Trenton, 
N. J., and the expansion in the Phila. 
delphia plant now provides Sloane. 7 
Blabon with productive facilities that F 


occupy a ground area comparable to Ey 


the entire Loop District in Chicago, 
he said. 

Mr. Hudgins reported that produc- 
tion of printed felt base floor cover- 
ings at the Trenton plant has been 
stepped-up 100 percent, while output 
of inland and marbleized linoleum 
has been doubled. Production of Koro- 
seal, asphalt, and rubber floor tile also 
has been proportionately increased. 

Among the new facilities at the 
Trenton plant is one of the industry’s 
largest print rooms where new and 
modern printing machines turn out 
felt base floor coverings in widths 
that range from two to four yards, 

Another is the new inlaid linoleum 
department where two of the world’s 
largest inlaid linoleum calenders and 
two giant presses make it possible to 
produce marbleized inlaid and Tex- 
floor linoleum in added volume. 

In addition, new air-conditioned 
units for curing printed merchandise 
and linoleum and larger warehousing 
and truck dock facilities for shipping 








This interior was designed for the St. proofing. 


have been installed. 








SINCLAIR LUMBER 


COMPANY, INC. 


LAURINBURG, N. C. 


Manufacturers of 


Longleaf and Shortleaf Pine Lumber 
Flooring 

Siding 

Dimension Timbers a Specialty 


15 
Million feet 
Annually 





in the service of 


LUMBERMEN 


@ Specialists in protection for 
the lumber industry. 


@ professional safety engineers 


@ more than 90 branch claim offices 
coast to coast and in Canada. 


Substantial dividends have been returned to 
policyholders since organization in 1912. 





Lumbermens |). GUL) GY 


Operating in New York state as 
Lumbermen's Mutual Casualty Company of Illinois 
James S$. Kemper, chairman ¢ H. G. Kemper, president 

Chicago 40 





Jefireys-MeElrath 


MANUFACTURING COMPANY .- 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 


Factory Locations 


Milledgeville, Ga. Macon, Ga. Keesville, Va. 
Arkwright, Ga. Chase City, Va. Raleigh, N. C. 
Jackson, Ga. Oxford, N. C. 











104 





AUTOMATIC 
GAUGE 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 
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«|| KIRBY BUILDING | HOUSTON, TEXAS 











"Is it as Good as Kirby's?" 














one: 5, 7%, 10 Ton Cap. 
Bulletin No. 76 








| . CONE GRATE 


* Burns 25%, More 
* With 75% less smoke and 
cinders. Fool proof 
We Also Build 


Responsible Distributors 
BOILERS — 5 TO 1200 H.P. 
TANKS and STACKS 


ad a I. Invited to Inquire 
STRUCTURAL STEEL 


MEE Se Made by Mfrs. of Amawe ar 


MFRS. FLANGED & DISHED HEADS 
The Pioneer Manufacturers of HEAVY DUTY 
Industrial Materials Handling Equipment 


Agents in 
Principal Cities 


We Stoc 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 


































RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


Idaho White Pine Ponderosa Pine 
Douglas Fir 
White Fir 

Cedar 





For over 22 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Flooring is 
made from selected stock, properly sea- 

d i Cross-Circulati ilns. 
LEAVER’S OFFICIAL ESTIMATOR | Sor gee ke ia Se a 


machine work unexcelled. 














New, revised edition of the above publication is 
available for immediate distribution. This is the long 
waited for edition which gives quick and accurate 


Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 


results. Is officially recognized by the Office of Price a ee — 
Administration, National Wooden Box Assoc. and MO TE NS “a Floorin 

manufacturing lumber and dimension products indus- 0 MIND, You'll like i 
try throughout the United States, Canada, and pags Y's OEE 9% 


ae Te 


exico, a ER % ee TT oe 

Substantially b d indexed, si i 
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American Lumb _ 139 N. Clark St., BISMARCK, 
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It’s as easy to install as a win- 
dow spring bolt. This new fric- 
tion sash holder can be used on 
any double-hung sash 1%” or 
thicker. Uses the same hole as a 
window spring bolt. For new 
sash, simply drill a %” hole at 
the center of one side only. The 
friction is easily adjusted after in- 
stallation to accommodate any 
weight sash. Where desired, the 
side with the sash holder can be 
weatherstripped; it’s never neces- 
sary to strip the opposite side be- 
cause of the tight contact. Fully 
guaranteed . . . Free display 
model available. 


Ask your jobber, 
or write us. 


LI ULL 250 EAST FIFTH STREET 
» ST. PAUL 1, MINNESOTA 





FOR 


DOOR & WALL 
PANELS 
CORNICES 
CHAIR RAILS 
CLOSET SHELVES 
MANTELS, etc. 


BENDIX 


mouldings & 
ornaments 


in 
traditional & modern designs 
A wide selection of embossed 
and deeply-carved wood 
mouldings available for im- 
mediate delivery. Write for 
illustrated catalog. 


BENDIX MFG. CO. 


192 Lexington Ave. 
: New York 16, N. Y. 








ROOSEVELT 





FOR 
BETTER SERVICE 


A LOCATION 
CHANGE 


HARLEM AVENUE 


SPOT-LOCATION 
diagram being 
circulated to all 





TO 
4900 SOUTH 
MERRIMAC AVE. 
NOW ... Easy 


to reach by truck 
from all points 


$0 MERRIMAC & AVE. 








y 
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79 th STREET 


dealers in the 
north centra] 
states showing lo. 
cation of Pacific 
Mutual Door 
Company’s new 
millwork ware. 
house. Used ex. 
tensively on Pa. 
cific’s mailing 
pieces, this dia. 
gram will also 
appear on the 
back cover of the 
company’s price 


| 
SthsT. | 











eeeccecsee TRUCK ROUTES 


book. 


Hammett Heads Pacific Mutual's Chicago Warehouse 


J. D. Hammett 


Kenneth Hoag, president of Pacific 
Mutual Door Company, Tacoma, 
Wash., recently announced the ap- 
pointment of J. D. Hammett as man- 
ager of the firm’s Chicago branch. 
Mr. Hammett moved up from the 
Kansas City branch office, where he 
was associate manager. He has had 
wide experience in the lumber in- 
dustry. 

Coincident with Mr. Hammett’s 
promotion is the announcement of a 
change of address for the company’s 
Chicago offices and warehouse to 4900 
S. Merrimac Avenue, a change made 
necessary to bring the firm’s ware- 
housing facilities closer to Chicago’s 
central industrial district. The new 
warehouse is equipped to give maxi- 
mum service to all its dealer customers 
and employs the latest techniques in 
the mechanical handling and storage 
of its products. 

The Pacific Mutual Door Company 
has maintained offices in Chicago for 
almost 30 years as a wholesaler and 
distributor of millwork and plywood 
supplies produced on the West Coast. 
Its general offices and factory are 
located in Washington -state at Ta- 
coma and Olympia. Other branch 
offices are operated in Baltimore, St. 
Paul, Elizabeth, N. J., and Kansas 
City. 


New U. S. Plywood Warehouses 


United States Plywood Corporation 
has opened two new warehouses in 
California, one at Fresno, the other 
at Culver City. The company now 
operates six warehouses in California, 


the others being at Los Angeles, 
Glendale, San Francisco and Oakland. 
There are 32 warehouses from coast 
to coast handling a complete line of 
Weldwood plywood as well as a rep- 
resentative assortment of decorative 
imported and domestic hardwoods, 
doors, decorative Micarta and allied 
products. 





Prowlers 
Foiled 


New Window 
Blocks 
For beauty and long life 
you can’t match 
WOOD WINDOWS 


That's why Gate City Awning Window 
of wood, with the same painstaking care typical 
early window makers. And now, because of the added 
advantage of chemical treatment, they are every bit 
as durable as the wood windows of old } 


Gate City 
WOOD AWNING WINDOWS 
Boaulifidl fora Houselime 


You con’? buy © longer les on one 
wood made te the «: i. 








int, ony 
s+ eony to keep beautiful for @ bev | 


DEALER IMPRINT i 








PROMOTIONAL dealer advertisement. 


Dealer Advertising Campaign 
For Gate City Windows 


A new dealer advertising cam- 
paign for Gate City Awning Windows 
has been announced by M. D. Ebert, 
sales director of the Gate City Sash 
and Door Company of Fort Lauder- 
dale, Fla. Each of the 13 advertise 
ments in the program sells one 
more features and benefits of the 
awning type window manufactured 
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Our 35th Year 


LUMBER COMPANY 


Columbus, Georgia 
Phone 3-7721 


Manufacturers and Wholesalers 


YELLOW PINE -- HARDWOODS 
WEST COAST PRODUCTS 


Birmingham, Ala. Office: P. O. Box 97, Powderly, Phone 8-1548 
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JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 


OLD TOWN, 











‘Rooncke, Ala. 
Branch of | 




















GOODWATER 
PINE CO. 


Goodweter, Ata. 
Branch of 





ROANOKE-GOODWATER 
PINE CO., INC. 


@ Shortleaf Pine Boards 
@ Southern Hardwoods 
11/16" Boards Air Dried 


Centermatched, Shiplap or 
$1S2E 


We specialize in: 





Complete Planing Mill Facilities Including Resaw 








CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 
Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 
The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 











2nd 
Diamond Hard is a brand of flooring 
that has been known for quality for 
over 35 years from Maine to Calif. 
Second and Third grade Diamond Hard 
flooring is durable, economical—ideal 
for the low cost housing market. 


Diamond Hard 


MAPLE FLOORING 


sizes of industrial flooring. 


J. W. WELLS LUMBER CO. 


MENOMINEE, MICHIGAN 


\b- — 


Ir 
Buitp: vg Propucts MERCHANDISER 





Unload a Load == 


Grade 















We are in a position to make good delivery on several 


Write, wire or phone us today for full information. 




















Reduce Delivery Costs 
and Speed up Deliveries 
with 











SINCE 1918 






















Hours 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog and Prices 


The R=B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 
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by the company. In addition each 
also stresses the theme, “Time-tested 
dependability of wood windows.” 

The advertisements appear weekly 
in dealer-home-town papers and each 
carries an illustration with a his- 
torical note about a famous old home 
in early American history. Such fa- 
mous old buildings as Thomas Jeffer- 
son’s home at Monticello, St. Augus- 
tine’s “Oldest House,” Salem Tavern 
at Winston-Salem, and several fine old 
Natchez homes are in the series. 

At present this advertising pro- 
gram is being sponsored by Gate City 
Awning Window distributor-dealers 
in the State of Florida. The first 
advertisement appeared in November. 
Advertising will be placed direct with 
the dealer’s newspaper by Gate City’s 
agency at the earned local rate. The 
space costs the dealer no more than 
if he were placing his own adver- 
tising. 

Gate City dealers in territories out- 
side of Florida will soon be offered 
this same promotional opportunity 
and the use of this advertising. 


Shevlin-Hixon Sells to 
Brooks-Scanlon 


Sale of timber, plant and logging 
equipment of The Shevlin-Hixon Com- 
pany to Brooks-Scanlon, Inc., was 
announced in Bend, Ore., on November 
21. The announcement was made in 
a joint statement by W. H. Myers, 
general manager of The Shevlin- 
Hixon Company, and Thomas F. 





Brooks, assistant general manager of 
Brooks-Scanlon, Inc. 

The sale became effective early in 
December. Plans have been made to 
clean up the log inventory by the 
end of the present year and to end 
sawmill operations at that time. 

It is estimated that it will take about 
four months for The Shevlin-Hixon 
Company to dispose of its lumber in- 
ventory, and during that time the 
planer and shipping departments will 
continue to operate. The company 
sold its properties because it faced 
exhaustion of standing timber re- 
serves within the relatively short 
period of less than three years. 


Material Supply Major Issue 
at 1951 NAHB Show 


The supply and distribution of 
building materials in 1951 is one of 
the major issues to be discussed at 
the National Association of Home 
Builders’ Convention and Exposition 
in Chicago, January 21-25. High- 
lighting this part of the program will 
be an informative panel discussion 
by an outstanding group of home 
builders, material suppliers and gov- 
ernment authorities, who will provide 
convention delegates with the latest 
information on all phases of this vital 
subject. 

Representatives of the gypsum, 
brick, steel, copper, brass, plumbing 
and heating, lumber and electrical 
manufacturing industries have been 
invited to participate. W. P. (Bill) 








Atkinson, NAHB Ist vice-president 7 
and prominent Oklahoma City builder, f 
will be moderator of the panel. 

Further clarification of the mate. 
rials supply outlook is expected from 
General William Harrison, adminis. 
trator of the National Production 
Authority, who will be the featured 
speaker at the same session. 

A record attendance exceeding 
16,000 persons connected with the 
home building industry, including over 
4,000 lumber and building materia] 
dealers, is expected at the convention 
and exposition. 

Advance registrations are the high. 
est on record, according to Conven. 
tion Director Paul S. Van Auken. 

He also reported a continuing de. 
mand for exhibit space, although the 
Exposition was a sellout in October, 
Over 160 manufacturers will show the 
latest in building materials and home & 
equipment. Displays will fill all avail. & 
able exhibit space in the Stevens and 
Congress Hotels. 


Paul Miller Retires 

Paul E. Miller, manager of Thomp- 
son Yards at Aberdeen, S. D., has 
retired from that position. He was & 
associated with the company for 32 
years. Mr. Miller joined the Thomp- 
son Yards in 1918 and has been man- 
ager of the Aberdeen yard since 1924. 
He has been succeeded by H. A. 
(Herb) Ellig, manager of Thompson 
Yards at Webster for the past 10 
years. Harold Hagen is the new man- 
ager at Webster. He has been with 
the firm since 1941. 
















































Phone: 2-9125 P. 0. Box 1207 


H. S. CHISHOLM, INC. 


737 W. 3rd St., Reno, Nevada 


Wholesalers & Manufacturers’ Representatives 


Fine Sugar Pine, Ponderosa Pine, White Fir, 
Douglas Fir and Incense Cedar 


Cut Stock, Mouldings, Box Shook 





Stock Sheets, Price Lists and 





We Solicit Your Inquiries. 
ransit Car Lists 
mailed upon request. 


TWX: RE-40 











for catalog and ‘Power House’. 


foun VM 
MACHINERY 





YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Band Mill carriages ... edgers ... Portable Mills 
. .. Log stop and Loader . . . Shotgun steam feeds 
. . . Automatic feed table for planing mills. Write 


SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 


Timesaver for contractors, builders, painters, 
paper hangers. 
COLORFUL COUNTER DISPLAY PACKAGE SELLS 


































2” x 4”, 6”, 8”, 10”, and 12” FOR CROSS BAR 














Display it on your counter. 

Retail $1.50. Slightly higher $150 
in West. Order from your Ps 
jobber or direct from us. 

GRAND HAVEN STAMPED PRODUCTS CO. 

GRAND HAVEN, MICHIGAN 


PLANER and JOINTER KNIVES 





- also high speed knives and molding cutters 





Pm the woodworking industry. 
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SivLenieers & CO. 


Riegelsville, New Jersey 


Hall & Brown, W. W. Machine Co., 
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Western Agents: 
St. Louis. Mo. 























‘ MIXED CAR SERVICE on SHED STOCK 
te. For the RETAIL TRADE, Featuring: 


=f “Satin Finished” 


red Soft-textured Yellow Pine Finish, Mouldings, 
Paneling, Ceiling, Siding and Flooring 




















ing 3 “Shed Conditioned” in the Rough AFTER KILN DRYING 
the A to insure Accurate Machining 

Ver fe 

rial Pe APPALACHIAN WHITE PINE PANELING 

‘lon ie 

_ BALDWIN LUMBER COMPANY 
ee CORNELIA, GEORGIA 

d g On the Main Line of SOUTHERN RAILWAY 

the Fs Offering FAST DISPATCH in all Directions 

ber, 

the fi 

ome 


ALIFORNIA 


SUGAR & WESTERN 


mm 41, | -\C] 4) [on An [om 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR Selects and 
PINE Shop 


California Ponderosa Pitie 
Mouldings and Cut Stock 


Pine Specialists for 45 Years 


rail. 
and 






Pattern Lumber 
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The SLIDE-A-FOLD > 


Disappearing Attic Stairway 


A handy, practical and LOW COST 
way to reach the valuable storage 
space of the attic. 
COMPLETELY ASSEMBLED 
EASY TO INSTALL 
LOOKS GOOD 
SUPERIOR CONSTRUCTION 
REQUIRES SMALL SPACE 


LOW IN COST! 





Low freight rate 


CRAIG WOOD PRODUCTS COMPANY 


Brennan Road, Columbus, Georgia 


Shipping weight 65 lbs. 
















We're Branded . . 
and proud of it! 









Look for this mark of quality 


PINE AND HARDWOODS, WIREBOUND BOXES AND CRATES. 
PRESSURE TREATED LUMBER, TIMBER AND POLES. 


T. R. MILLER MILL CO., INC. 
ALABAMA 


BREWTON, 





wn & Buitping Propucts MERCHANDISER 








NEW ECONOMY 


SASH HOLDER 


Model VSH-57 7%” dia. for Check Rail Sash 
Model VSH-20 34” dia. for Plain Rail Sash 





The demand for Vikre New Economy Sash Holders is increasing 
every day. Builders and owners everywhere know of their money 
saving efficiency — know that they are the only spring tension 
type holders to have all moving parts fully encased to eliminate 
sticking and binding. Vikre Holders require only one hole 
drilled in sash .. . have patented, adjustable steel spring tension. 
Sell genuine Vikre Sash Holders for better profits. 


NEW MERCHANDISING DEAL 


Six dozen Vikre Sash Hold- 
ers are packed with an attrac- 
tively stained, eye catching 
window display with mount- 
ed sample of Holder. Win- 
dow can be raised and low- 
ered. Attractive folders. No | 
additional charge for display | 
and folders. Order from | 
your jobber now. J. N. 
Vikre Co., Inc., 3016- 
14th Avenue South, Min- 
neapolis, Minn. 


TO SERVE YOU BETTER... 


Our Mills are Running Day and Night to 
Supply You with Our Western Woods 


















. ¥iee 





PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 
WHITE FIR 
INCENSE CEDAR 





Mills: Anderson and Canby, California 
Sales Office: Anderson, California 





109 











OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 


WOODWAY 
VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST'D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 













= SPECIALIZE IN BASS. 
B. — AND PONDEROSA 
pean OTHER NORTHERN 

DWooDs AVAILABLE. 








WOODWAY quality, ¥. 
means 
Extra Profits 
for YOU 


“The Good Way to Buy 
WOODWAY 


NEW PRICES 


effective Dec, 30, 1950 
DD GED icvcccccccese 
eee 


Trade discounts remain the same 





































( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK 
it WORKS BETTER. 


STICKS AND STAYS pir 
iT 






















This isthe first 
price-increase on \ 
Durham’s Rock 
Hard Water Putty in 
15 years—an increase we 
can no longer evade. 
For our dealers and dis- 
tributors, the new prices 
mean added profit per case 
—so necessary to meet ris- 
ing costs of operation. 


DURHAM 


The PLASTIC Repair Material 
in POWDER Form 
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FOURTEEN WHOLESALE SALESMEN participated in a Wholesaler Salesman 
Seminar sponsored by the Armstrong Cork Company Building Materials Division 
at Lancaster, Pa., during the week of November 6-10. 


Armstrong Sponsors Wholesaler Salesman Seminar 


Armstrong’s November Seminar 
was the third in a series of four pre- 
sented by the company this year. The 
final Seminar this year began Decem- 
ber 4. 

November discussions featured the 
wholesaler’s problems in relation to 
promotion, advertising, and selling 
aids. A tour of the company’s home 
offices in Lancaster and a visit and 
tour of the company’s fiberboard plant 
at Macon, Ga., were included on the 
program. 

Those participating in the Seminar, 
pictured above from left to right, are: 
Front row, Windsor F. Bounds, Del- 
marva Sash & Door Co., Lancaster, 
Pa.; Richard J. Schilling, Hannigan & 
Crawford, Inc., St. Louis, Mo.; Al- 
bert Niles, Bramlet & Co., Peoria, 
Ill.; Gordon Swanson, Fiddes-Moore 
& Co., Hammond, Ind.; Thomas J. 
Saunders, Binswanger & Co., Rich- 
mond, Va.; Harold J. Richards, Buf- 
falo Plywoods, Inc., Buffalo, N. Y.; 
W. B. Ellis, Chicago Dealer Supply 
Co., Chicago, Ill., and Russell F. 
Blythe, Building Materials Service 
Co., Indianapolis, Ind. 

Second row, Tony Pappas, U. S. 
Mengel Plywoods, Inc., Tampa, Fla.; 
John Mitchell, U. S. Mengel Ply- 
woods, Inc., Dallas, Tex.; Warren S. 
Williams, U. S. Mengel Plywoods, 
Inc., Kansas City, Kan.; Frederick 
Kilpper, Jr., U. S. Mengel Plywoods, 
Inc., Memphis, Tenn.; E. W. Midyette, 
Jr., William M. Bird & Co., Charles- 
ton, S. C.; and Eugene R. Hansen, 
W. H. Pipkorn Co., Milwaukee, Wis. 


Kyanize Meeting Reflects 
Intensified Selling Program 


The annual sales meeting of the 
Boston Varnish Company was held in 
Boston on November 15, 16, and 17. 
President Franklin J. Lane presided. 
The company is entering its second 
half-century of operation. Keynote 
of the 3-day meeting was a _ re- 
vitalized selling program planned to 
sell more Kyanize products through 
expanded and intensified sales cov- 
erage and cooperation with Kyanize 
distributors and dealers. The sessions 
directly tuned to selling policies were 
conducted by J. E. Healey, director 
of sales; and J. Van Vloten, sales 
manager, who reported a 3-point pro- 
gram for 1951 . . . better sales super- 
vision through the recently appointed 
group of regional sales managers; 
better sales coverage through the 
expanded sales force with 13 new men 


December 









added during 1950; and better sales 
knowledge through a new sales anal- 
ysis system recently installed at the 
Everett home office. Various men 
from the sales staff participated in 
sessions that were highlighted by a 
forum conducted by Ed Lawrence, 
Tom Duffy, and C. Bouzard of the 
regional sales managers group. 

A full morning was devoted to ad- 
vertising and merchandising plans for 
1951, presided over by C. Fred Eberle 
and Harold E. MacInnis, Jr. Details 
were given covering the new plans 
which include the continuation of 
basic advertising in national maga- 
zines such as American Home and 
Better Homes and Gardens, plus a 
big spring promotion in Life. In 
addition, “dealer helps” have been ex- 
panded with more displays and printed 































WANTED 
YARD MANAGERS 


TO REMODEL 
20,000,000 HOMES 























MOST OWNERS HAVE SUB- 
STANTIAL EQUITY, CASH IN 
BANK AND ARE EASY TO 
FINANCE 
















HELP — HELP 


Send photo and rough floor 
sketch for 


FREE 
SUGGESTIONS FOR 
REMODELING 


LUMBERMAN’S PLAN SERVICE 
120 Machin St. 















Peoria 5, Ill. 








—— 
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literature than the company has ever 
before made ready for a single sea- 
son’s activity. 










Quality Control Stressed 
At Gardner Meeting 


A record gathering of 300 wood- 
working executives and_ students 
attended the fall meeting of the 
Northeast Section, Forest Products 
Research Society, held November 9 
and 10 at Gardner, Mass. The theme 
of the meeting was, “Quality Control 
in Woodworking.” Messrs. Ralph 
Keller and H. E. Jopson of Pratt, 
Read and Company, leading manufac- 
turers of piano actions, discussed, 
“Working to Gauges.” “We sand to 
0.004 inch tolerance and have an 0.005 
inch tolerance on moldings. Accuracy 
of this type was unknown in wood- 
working until the last few years. 
Metal gauges are used throughout.” 

Among other speakers, Samuel 
Ayres, Jr. in his discussion of “De- 
sign and Quality Control,” mentioned 
“one solution to the use of a cheaper 
wood may be a re-evaluation of 
painted furniture.” 

Jim Hamilton, president of the Na- 
tional Society, was the luncheon 
toastmaster. Lawrence F. Whitte- 
more, president of the Brown Paper 
Company, pleaded for integrated uti- 
lization in his luncheon discussion of 
“Wood Products and Their Place in 
the Economy of the Northeast.” Mr. 
Whittemore stated that the Brown 
Company believed it to be a funda- 
mental error to put saw and veneer 
logs into pulp. 




































Kiln-Drying Demonstrations 
February 19-March 2 


Responding to numerous requests, 
the _Forests Products Laboratory, 
Madison, Wis., will conduct another 
of its popular 2-week kiln-drying 
demonstrations February 19 to March 










2, 1951. The demonstration, for 
which about 40 men from lumber, 
cut-stock, flooring, furniture, and 





other manufacturing plants are ex- 
pected to enroll, is the twenty-fourth 
Ina series beguh in 1946, according 
to Raymond C. Rietz, chief of the 
Laboratory’s division of timber phy- 
sits. Enrollments are now being ac- 
cepted, Mr. Rietz said. 

The demonstration will cover the 
basic principles of wood seasoning, 
types of dry kilns and kiln equipment, 
kiln operation, testing of kilns for 
uniformity of drying conditions, dry- 
Ing schedules, lumber storage, and 
other phases of seasoning. Labora- 
tory kiln equipment will be used for 
demonstration kiln runs. 













AFP! Forestry Bibliographies 
Up-io-date, accurate teaching ma- 
terials on America’s forest resources 
are listed in two forestry bibliogra- 
Dhies published by American Forest 
roducts Industries of Washington, 
D.C. One of these, a 16-page book- 
let listing available booklets, posters, 
charts, filmstrips and motion pictures 
dealing with forestry, has been dis- 
tribute. to county and city school su- 
Perinteidents in all 48 states. AFPI’s 
‘econd bibliography lists the many 
eachine aids provided by individual 
‘rest ndustries and industry asso- 
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ciations as well as by state forestry 
departments. Copies of these two for- 
est bibliographies are available on re- 
quest from American Forest Products 
Industries, 1319 Eighteenth Street 
N. W., Washington 6, D. C. 


General Sales Manager 
of Sloane-Blabon Corp. 


Robert A. 
Tobias has been 
appointed to the 
newly - created 
post of general 
sales manager of 
the Sloane-Bla- 
bon Corporation, 
it is announced 
by Wilbur New- 
man, _ vice-presi- 
dent in charge of 
sales. In his new 
position, Mr. Tobias will be directly 
responsible to Mr. Newman. . 

Robert Tobias was formerly direc- 
tor of marketing for the H. D. Hud- 
son Manufacturing Company, Chi- 
cago, Ill. and its wholly-owned sub- 
sidiary, the Lowell Manufacturing 
Company. Prior to that he served 
as national merchandising director for 
the Ralston Purina Company, St. 
Louis, Mo. and before that he was in 
the paint and varnish industry where, 
with “bag and order book,” he learned 
the retailers’ and distributors’ prob- 
lems. 

Mr. Tobias literally grew up in 
retail surroundings, his father hav- 
ing started him working at an early 
age in the family retail stores in 
Philadelphia. He is a graduate of the 
University of Pennsylvania, Wharton 
School of Business and Finance. A 
member of the National Sales Execu- 
tives Club, Mr. Tobias is a well-known 
public speaker on the sales and adver- 
tising profession platform. 


Robert A. Tobias 


Changes in Officer Personnel— 
The Atlantic Lumber Co. 


Thomas J. McHugh, president of 
The Atlantic Lumber Co., Boston, 
Mass. announces the following changes 
in officer personnel as of November 24, 
1950: George E. French, chairman of 
the board; Edw. V. French, treasurer; 
J. Randolph Jelleme and Sumner L. 
Billings, vice-presidents; Edward L. 
French, director of the company. 

Geo. E. French, the founder and 
treasurer of the company for many 
years continues his association as 
board chairman and is succeeded as 
treasurer by his son, Edw. V. French, 
who has been very active in the affairs 
of the company for 30 years. Messrs. 
Jelleme, Billings, and Edward L. 
French represent the younger group 
of Atlantic executives who have been 
promoted in accordance with the com- 
pany’s policy of training officer per- 
sonnel within the organization. 

President McHugh reports that the 
company whose slogan “Headquarters 
for Hardwoods” is world known, is 
completing its 55th year in the lumber 
industry and adds that 1950 will be a 
record year in volume of sales. With 
six Appalachian and Southern saw- 
mills, a hardwood flooring plant, a 
hardwood distribution yard at Buffalo, 
N. Y., and a large organization en- 
gaged in the production of Canadian 








hardwood lumber, The Atlantic Lum- 
ber Co. is well fortified to meet what- 
ever changes confront its economy in 
the period ahead. 


C. A. Bruce to Help Organize 
Lumber Section of NPB 


C. Arthur Bruce, executive vice- 
president of E. L. Bruce Co., has gone 
to Washington, accompanied by Mrs. 
Bruce, to help organize and staff the 
lumber section of the National Pro- 
duction Board. They expect to be in 
Washington from 30 to 90 days. 

Mr. Bruce represents the hardwood 
industry on the board which parallels 
the War Production Board of World 
War II. In addition to Mr. Bruce, 
the lumber industry is represented 
by Swift Berry, Michigan California 
Lumber Co. of Camino, Calif., repre- 
senting western pine; John Camp, 
Camp Manufacturing Co. of Franklin, 
Va., representing southern pine; C. W. 
Ingham, Fischer Lumber Co. of Mar- 
cola, Ore., representing Douglas Fir. 

Mr. Bruce served as president of 
the National Lumber Manufacturers 
Association for two years. He is also 
ea past president of Southern Hard- 
wood Producers, Inc., the Hardwood 
Dimension Manufacturers and the Na- 
tional Oak Flooring Manufacturers 
Association. In NRA days he was 
stationed in Washington as executive 
officer of the Lumber Code Authority. 


Upson "Faculty" to Conduct 
College Courses 


An Upson “faculty” comprising 
eight divisional sales managers of 
The Upson Company of Lockport, 
N. Y., will conduct courses in the 
study and application of laminated 
wood fibre panels as part of the Na- 
tional Retail Lumber Dealers Asso- 
ciation 30-day college training 
courses, the company has announced. 

The courses, in which the country’s 
leading building supply manufactur- 
ers annually participate, were started 
three years ago by the National Re- 
tail Lumber Dealers Association as 
a public service to the building indus- 
try. Designed for dealer and jobber 
salesmen, they have’ since helped the 
employes of hundreds of retail and 
wholesale firms to a better under- 
standing of the problems and prac- 
tices of the building trade. 

A wide range of subjects from ad- 
vertising, sales and legal problems to 
the technology of different building 
products, will be covered by the 
courses. They will continue through 
most of the winter at various big 
universities. 

More than 570 salesmen-students 
in eight universities will take part in 
the course on laminated wood fibre 
panels to be given by Upson repre- 
sentatives. Among the Upson instruc- 
tors who will conduct classes are: 
H. R. Walton, City College of New 
York and Amherst; H. E. Oesterreich, 
Syracuse University and Penn State; 
R. G. Morgan, Ohio State; C. G. Os- 
tertag, Georgia Tech.; W. W. Suttle, 
University of Illinois; R. D. Eastridge, 
Michigan State and Purdue; G. A. 
Engel, University of Kansas City, 
University of Minnesota and Southern 
Methodist University; H. O. Parry, 
University of Southern California. 


OBITUARIES 


WILLIAM HOLMES FULLER- 
TON, 53, well known Chicago and 
Southern lumberman, died November 
28 after a four-month illness. Mr. 
Fullerton was widely known in South- 
ern Pine lumber circles, having suc- 
cessfully operated sawmills for a 


number of years in Alabama and 
Mississippi. He also conducted an 
extensive West Coast and Inland 


Empire business with headquarters in 
Chicago. His many friends in the 
manufacturing and _ retail lumber 
business will miss “Holmes” greatly. 


FLOYD B. JOHNSON, 66, presi- 
dent of the Johnson-Howard Lumber 
Company, Kalamazoo, Mich., died sud- 
denly November 26 in Detroit. He 
had lived in Kalamazoo 42 years. 


C. FREDERIC ALBERT, 62, treas- 
urer, secretary and sales manager of 
the Heidritter Lumber Corporation, 
Elizabeth, N. J., died November 21. 
He was engaged in the lumber busi- 
ness for the past 46 years and before 
1929, was associated with a firm bear- 
ing his own name. 

In 1929, Mr. Albert and H. Edward 
Wolff, president of the Heidritter Cor- 
poration, joined in purchasing the 
interests of the Heidritter concern. 
They. retained the name of the firm 
when they assumed ownership. Mr. 
Albert was a member of the New Jer- 
sey Lumbermen’s Association. 


JOHN L. COLBY, general manager 
and treasurer of the Cadillac-Soo 
Lumber Co., Sault Ste. Marie, Mich., 
passed away at his home November 
26. He had been associated with the 
Michigan firm since its organization 
in 1923. The family went to the Sault 
from Grand Rapids in 1945 and Mr. 
Colby became treasurer and general 
manager of the Cadillac-Soo Lumber 
Co. in May, 1948. 


A. L. McBEAN died November 22 
at Evanston, Ill. He had been per- 
fectly well. Archie L. McBean man- 
aged the activities of the Edward 
Hines Lumber Company, White River 
Timber Company and affiliated inter- 
ests in Wisconsin and Michigan from 
1924 to 1949 when he. retired. His 
home was in Park Falls, Wis. 

He always took a very active inter- 
est in Association affairs, serving for 
many years on the Bureau of Grades 
of the Northern Hemlock and Hard- 
wood Manufacturers Association. He 
was also an active member of the 
Association’s Bureau of Promotion 
which had charge of the Association 
advertising work at a time when it 
was handling large sums in promot- 
ing “Beautiful Birch for Beautiful 
Woodwork”, “Hard Maple for the In- 
dustries”, and “Grade Marked North- 
ern Hemlock”. Mr. McBean was vice- 
president of the Association in 1940 
and 1941. Because of the press of his 
local administrative work, he declined 
to accept the presidency of the Asso- 
ciation the following year. He served 
on the board of directors for 18 years 
from 1931 until his retirement from 
active business in 1949. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 

All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
No ated commission or cash discount 


allowe 
Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 


1 Time —10c per word for each insertion. 

inimum charge of 50c per line. 

3 Times —Sc per word for each insertion. 

Minimum charge of 45c per line. 

6 Times — 8c per word for each insertion. 

Minimum charge of 40c per line. 

26 Times — 7c per word for each insertion. 

inimum charge of 35c per line. 

For advertisements bearing box number count 

five extra words. There are approximately 

5 words to a line and when less are specified 
or used, regular line rate is charged. 

en —_. box numbers or mailing 

copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 


MILLWORK ESTIMATOR 














HELP WANTED 


EXPERIENCED DETAILER AND BILLER 
Must be capable of taking job measurements, 
making detail drawings and piece billings {or 
our Architectural Fee ob Plant. 

FORT WAYNE BUILDERS’ SUPPLY Co, 

Fort Wayne. Indiana 


LUMBER YARD SUPERINTENDENT 

To take charge of busy retail lumber yard for 
a large Cincinnati, Ohio, building materials 
supply firm. Prefer one thoroughly {amiligr 
with lumber grades. Position calls for experi. 
ence in handling men, loading of trucks and 
supervising the unloading of rail shipping, 
Good opportunity for right man. Write fully 

iving age, experience, references. Address 
jae G-41, American Lumberman, Inc. 














WANTED: A SALES REPRESENTATIVE 


A man with experience of successful selling 
of Eastern and Western Softwoods and Solt. 
wood Products to the larger industrial users 
in Western New York, is wanted by a New 


- England Wholesaler with a good record of 


service to Industrials for over 50 years. 


ADDRESS: INDUSTRIAL SOFTWOODS 
c/o American Lumberman, Inc. 
139 North Clark Street 
Chicago 2, Illinois 





Wanted an experienced detailer. biller and 
estimator for special wood mill work. State 
age and marital status. Address Box G-4}, 
American Lumberman, Inc. 


YELLOW PINE SALESMAN — Thoroug {a- 
miliar with yellow pine and having a follow. 
ing in the trade to take full charge of Pine 
Department of a Hardwood Lumber Distribu- 
tor and Manufacturer.. Satisfactory remunera 
tion to a sober man of good character who 
can furnish substantial references. Give full 
details. Replies confidential. Address Box 
H-27, American Lumberman, Inc. 








LUMBER SALESMAN 


Thoroughly experienced hardwood, softwood, 
lumber, moldings. dimensional stock for in 
dustrial users. Excellent opportunity for sub- 
stantial earnings on commission basis with 
large woodwork manufacturer and lumber 
distributor. Give full data on experience 
references, etc. Address Box H-28, America 
Lumberman, Inc. 





Wanted by long established, but still growing 
concern located in North Eastern Indi 
Give full particulars of your experience as 
an estimator and other experiences such as 
selling, detailing and billing. etc., age, salary 
expected and how soon your services may 
be available. Address Box G-40, American 
Lumberman, Inc. 








Wanted 


Experienced detailer and biller of special 
millwork for every kind of building including 
schools, churches, office buildings, etc. When 
applying give full particulars of your experi- 
ence, your age, salary wanted, and how 
soon available. Address Box G-39, American 
Lumberman, Inc. 





EXPERIENCED PALLET MAN—to organize and 
operate a pallet department for a Hardwood 
Lumber Distributor and Manufacturer. Might 
consider some investment if desired, but in- 
vestment not required. Excellent opportunity 
for a reliable and experienced man. Give 
complete details. Replies confidential. Ad- 
dress Box H-26, American Lumberman, Inc. 





SUPERINTENDENT 
For steck and detail millwork shop employ- 
ing 40 men. Must be all around man capable 
taking full charge, must read blue prints, and 
do own billing, also be a good expediter. 


This will develop into a top position for the - 


right man, located in Rocky Mountain Region. 
Address Box H-25, American Lumberman, Inc. 





Wanted—Detailer and Biller for special mill- 
work. One who can make shop drawings 
and material lists from architect's plans. Give 
complete information regarding ability, salary 
and availability when replying. ocation 
Ohio. — Box H-24, American Lumber- 
man, Inc. 








SALESMAN WANTED by large manufacturer 
and wholesaler of West Coast lumber. South 
ern Pine and Hardwoods for Michigan ter 
ritory. Large production, complete line. 
Would work directly under Chicago sales 
office. Start early January. Excellent oppo 
tunity. State age, experience and references. 
Reply Box H-23, American Lumberman, Int. 





SALESMEN FOR DOORS 


for all territories in the United States 
wanted by large distributor. Address 
Box H-29, American Lumberman, Inc. 








WANTED: Experienced estimator by larg 
manufacturers and distributors located in Chi 
cago, Illinois. Permanent position. State & 
perience and salary requirements. Address 
Box H-21, American Lumberman, Inc. 


WANTED: Experienced biller and detaile 
by large manufacturers and distributors lo 
cated in Chicago, Illinois. Permanent posilio 
State experience and salary requiremete 
Address Box H-22, American Lumberman. 








“Wanted by well known Wholesale Lumbet 


Co. erienced High-Class Man io ! 
ey Toledo, Ohio, District Sales. on 
Sales Executives are all in: the $10,000 * 
up bracket. Give age and experience _* 
tail. Strictly confidential. Reply Box 
H-30, American Lumberman, Inc. 


MILLWORK aa 
We have an opening for a fully experiet i 
millwork man, trained in_ stock mill. 
capable of estimating and detailing odd ihe 
work. Excellent position and future for de 
right man. Prefer age 30-45 years. Give al 
tails in first ————. Whelan Lumber 
Inc., Topeka, Kansas. 





December 16, 1950, AMERICAN LumBerM an & 
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